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Benefits Field Underwriters 
Enjoy Under the NEW MUTUAL 


Staats COMPENSATION PLAN 


The Lifetime Plan was developed to encourage 2, Substantially larger commissions, over a 
é weet period of years, than under ordinary con- 
career underwriters. On a contractual basis it pro- nie 


vides definite incentives and compensation for 3, An increasing income on a level volume of 


service and quality of business, as well as for business. 


volume. Under this Plan, our underwriters enjoy ¢G, "Extra compensation for service to old policy- 
holders. 
the following advantages: 
5. Extra compensation for quality of business. 
A stabilized income, not wholly dependent on 6. A generous retirement income any time be- 
fluctuating volume. tween 60 and 70. 
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JAMES A. FULTON OF THE HOME 





PRESIDENT OF THE NEW L.1. A.A. 


We Would Like to “ell the "Ficdld 


EDITORIAL... 
First Prexy of the Presidents 


The first president of the old Presidents Association, 
now the Life Insurance Association of America, is 
James A. Fulton, president of the Home Life of New 
York. Presented elsewhere in this issue of The Field is 
the news story, but the news story should not pass 
without comment. 

We believe the members of the LIAA picked their 
first president with more than ordinary care and delib- 
eration and we believe their choice was an extremely 
happy one which has a particular significance. 

James A. Fulton is a life insurance man from start 
to finish. He is one of the few men in our business who 
began as a life insurance producer and ended up in the 
president’s chair of one of our major companies. No 
executive in the business is more public relations and 
institutionally-minded than is Mr. Fulton, and no exec- 
utive has been more determined to raise the standards 
of the business, particularly as regards field representa- 
tion and merchandising methods. Having been a life 
insurance salesman, he knows the career possibilities 
of life underwriting and has left no stone unturned in 
an effort to exploit them to the fullest in formulating 
the insurance management principles of his own com- 
pany. Evidence of that fact is to be found in these 
figures taken from the company’s advertising early this 
year: Average production per man in 1943, $210,370, 
and average size policy, $7,771! 


Thus we find at the helm of the rejuvenated Asso- 
ciation of Life Insurance Presidents (the LIAA) a man 
who is one of the staunch disciples of the premise that 
the future of life underwriting lies in making it a pro- 
fessional career rather than merely a job of selling. 
Mr. Fulton is a career life insurance man. He has made 
his company THE career company of the business. As 
head of the Life Insurance Association of America his 
influence along these lines will thereby be increased. In 
many ways Mr. Fulton’s election as the first president 
of the new organization can be viewed as a victory for 
those men of foresight and character who are working 
and fighting to make universally applicable throughout 
our business the principles for which James A. Fulton 
so staunchly stands. 


Reprinted from the Insurance Field, 
August 18, 1944 





First—we, the Home Life Agency Association*, want to 
compliment the Insurance Field on this well deserved edi- 
torial about a man who has consistently worked for sound 
progress for the institution of Life Insurance. 

Second—we want to congratulate the newly-formed Life 
Insurance Association of America on their selection of our 
President as their first President. 

We know the thrill of helping to build a career man’s 
company, and we know the big job of building is made 
easier by the important things so forcefully covered in this 
Editorial of the Field. 

We, the Home Life Agency Association take this means 
of publicly expressing our deep appreciation to James A. 
Fulton for his part in making our job more interesting, 
more enjoyable, and more profitable. 











*The Home Life Agency Association is made up of all the General Agents and Managers of 
the Home Life of New York, and this advertisement is paid for by this organization. 
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Big Spurt in 
Endowment Sales 
and Payments 


Represent Over 
Quarter of Total 
Policies in Force 


Payments under maturing endowment 
policies will reach $350,000,000 in 1944, 
the Institute of Life Insurance reports. 
This is an increase of 35% in two years 
and double the total six years ago. 
There are now more than 38 million en- 
dowment policies in force, more than 
one-fourth the total, representing over 
$26 billion of insurance. More than 
800,000 endowment policies are matur- 
ing annually. as 

The purchase of endowment policies 
has increased materially during the 
war period, a Sales Research Bureau 
survey shows. This year, more than 
one-fourth of all ordinary policies pur- 
chased are endowments, compared with 
one-fifth only’two years ago. The num- 
ber of endowments purchased this year 
is running 60% ahead of two years ago 
and the amount purchased, because of 
a material increase in the average size 
of policies, is up 100%. 


All Ages Buying 


The increased interest in endowments 
is apparent in all age groups and in all 
income brackets. Today, 28% of all or- 
dinary juvenile policies, on those under 
age 15, are endowments;*29% of all or- 
dinary policies bought by those 15-19 
years old are endowments; and 34% of 
the policies bought by those 20-29 are 
endowments. Nearly two-thirds of the 
adult endowment purchases were by 
persons earning under $3,000 annually 
and nearly one-fifth were by persons 
earning under $1,500 annually. 

The endowment policies are of inter- 
est to buyers of both ordinary and in- 
dustrial insurance. There are now 
more than 12,000,000 ordinary endow- 
ments owned, representing an aggregate 
of $20,000,000,000 insurance. At the 
same time, there are 26,000,000 indus- 
trial insurance endowments of the small 
unit type, representing almost $6,000,- 
000,000 of insurance. 





Mass. Companies 
"G.I." Loans O.K.’d 


BOSTON — Commissioner Harring- 
ton has informed Massachusetts life 
companies that they are authorized to 
make housing loans to discharged serv- 
te men under the terms of service- 
men’s readjustment act, or “G. I. bill of 
rights.’ This permission came as a re- 
sult of an executive order of Governor 
Saltonstall, since the Massachusetts in- 
surance laws do not authorize companies 
to make loans on equipment and machin- 
ery and limit real estate loans to 60% 
of the value of the property. 


Ruling on Veteran Loans 


WASHINGTON—Loans to veterans 
to purchase homes under the G. I. bill 
of rights will be negotiated through 
regular lending agencies which in turn 
will submit applications to the Veterans 
Administration .to secure approval for 
the $2,000 guaranty, according to new 
regulations issued by the administration. 


Pension Wave Due 
to Uneconomic Tax 
Compulsion: Paul 


Randolph Paul, former counsel gen- 
eral of the Treasury Department, in 
addressing the American Institute of Ac- 
countants at St. Louis, declared that dur- 
ing the period of the war three or four 
times as many pension plans have been 
adopted as in the previous 40 years. It 
would be fatuous, he declared, to assume 
that the recent stepping up of pension 
plan production is due to corporate busi- 
ness necessity. ‘Chief cost,” he as- 
serted, is concentrated in benefits for 
older high-salaried officers and em- 
ployes. 

Many of the plans now being adopted 
would not be considered but for the tax 
benefit involved and this benefit accrues 
not primarily to the corporation itself, 
but mostly to the officers and employes, 
he asserted. 

“The water is fine and everyone is go- 
ing swimming. Later, when—or if—tax 
rates go down and the government stops 
paying most of the cost, curfew will ring 
and the fun will be over. But everyone 
is having a wonderful time as long as 
the party lasts.” 

In mose cases, Mr. Paul declared, it 
would be fair to infer that the plans 
which are terminated “were not adopted 
for business reasons but in response to 
an uneconomic compulsion of tax law.” 





Ordinary Sales Increase 
4°/, in Sept., 15% for Year 


Ordinary insurance sold in September 
totaled $636,518,000, a 4% increase over 
September, 1943, according to the Life 
Insurance Sales Research Bureau. This 
brought total ordinary sales for the year 
up to $6,271,363,000, a 15% increase over 
the same period a year ago. 

Boston had a 5% increase for the 
month and a 20% increase for the year 
to date, Chicago 19 and 9%, Cleveland, 
7 and 9%, Detroit —8 and 2%, Los An- 
geles 4 and 22%, New York 14 and 28%, 
Philadelphia 0 and 4%, and St. Louis 
4 and 13%. 

For several of the states with a large 
volume the month and year percentage 
increases were: California, 5 and 28, IIli- 
nois 17 and 14, Massachusetts —2 and 
11, Michigan —2 and 9, New Jersey 6 
and 20, New York 5 and 19, Ohio 1 
and 11, Pennsylvania —1 and 8, and 
Texas 5 and 10%. 


Hold $15 Billion in U. S. Bonds 


In the first eight months of 1944, life 
companies purchased $4,835,000,000 in 
U. S. bonds, their holdings totaling 
$15,364,000,000, the Institute of Life In- 
surance reports. New investments total 
$6,484,000,000 for the period. Although 
$631,000,000 has been invested in new 
mortgages, due to large prepayments, 
total mortage holdings have actually de: 
creased by $59,000,000. 








Farmers Now Buying 
75°, More Insurance 


Farm families are now buying 
75% more life insurance than 
during the pre-war years, the In- 
stitute of Life Insurance esti- 
mates while the American Serv- 
ice Bureau reports that farmers 
account for 20% of the total ordi- 
nary sales. Farm sales in 1944 
will be well over the half billion 
mark, according to the institute. 
Rural housewives have increased 
their life insurance purchases by 
nearly 100% over pre-war levels, 
accounting for nearly one-fourth 
the number of farm policies sold. 





Commissioners Set 
Next Meeting for 
Chicago Nov. 10 


The executive committee of the Na- 
tional Association of Insurance Com- 
missioners will meet at the Edgewater 
Beach Hotel, Chicago, beginning Nov. 
10. Chief topic will be proposed speci- 
fications for federal legislation, and the 
association’S subcommittee on _ this 
topic will meet at the same time and 
place. 

The meeting has been scheduled after 
election and before Congress recon- 
venes. 


IRB Rules on Income 
Determination Procedure 


WASHINGTON—Income computed 
in accordance with a long established 
procedure which has been found reliable 
may constitute the basis for determining 
a contribution under a_ profit-sharing 
plan, the internal revenue bureau has 
held in PS ruling 40, the body of which 
follows: 


Text Is Given 


“Reference is made to I.T. 3661, 1944— 
I.R.B. No. 10, page 13, and advice is re- 
quested whether the requirements thereof 
may be met with respect to a definite 
formula for determining the profits of 
the employer to be shared under a pro- 
vision for determining income in accord- 
ance with a company’s customary ac- 
counting practice. 

“The predetermined formula percent- 
age is to be applied to an income figure 
which usually is annual income as deter- 
mined for federal income tax purposes 
or annual income per books. If the latter 
is used due consideration should be given 
to reserves, the general subject of which 
has been covered in PS No. 21. If a cer- 
tain procedure has been long established, 
usually five years or more, and has been 
found reliable, that procedure may be 
used in determining the income which 
constitutes the basis for the profit-shar- 
ing contribution. For example, the M 
company, engaged in foreign trade, does 
not receive complete and final reports 
from its branch offices for some time 
after the close of its taxable year and, 
at times, beyond the 60-day period for 
contributions prescribed under section 
23(p)(1)(E) of the internal revenue code. 
It has been the practice of the company 
to compile all reports through the 
eleventh month and adjust the figure so 
determined by an amount computed as 
follows: The actual figures for the 
twelfth month of the preceding year are 
taken as a base. Then a comparison is 
made of percentage variations during 
the 11 months of the current year as 
compared with the figures for similar 
months of the prior year. The percent- 
age so determined is applied to the ac- 
tual figures of the previous. twelfth 
month to arrive at a figure which is used 
for the last month of the current year. 
The adjusted figure is then added to the 
actual figures for the 11 months and a 
total arrived at for the year. 

“Under the facts stated the procedure 
used by the M Company in determining 
the income which is to constitute the 
basis for its profit-sharing contribution 
is acceptable.” 





U. S. High Court Denies Review 

WASHINGTON — Before recessing 
until Nov. 6, the U. S. Supreme Court 
Monday denied petition for certiorari 
in No. 435, Mutual Life vs. Hamilton. 
The government had filed a brief as 
amicus curiae in this case, opposing re- 
view. 





Penn Mutual Honors Wm. Penn 


About 1,000 home office employes of 
Penn Mutual Life celebrated the 300th 
anniversary of the birth of William Penn 
with a meeting, addressed by Dr. W. W. 
Comfort, president emeritus of Haver- 
ford College and author of “William 
Penn, a Tercentenary Estimate.” — 

Penn Mutual had an exhibit in the 
lobby throughout October, showing pic- 
tures of William Penn and books writ- 
ten by him, old documents signed by 
him. The display was featured by 
Penn’s own copy of the Latin Bible. 


New Committee 
Lineup of N.ALL.U. 
Is Announced 


Cox, Program: Benson, 
Federal Law; Baumann, 
Membership; Bell, Mgrs. 


The new committee appointments of 
the National Association of Life Under- 
writers were announced this week by 
President W. H. Andrews, Jr. 

Chairmen of the committees that al- 
ways take the spotlight include: Con- 
vention program, Carlton W. Cox, Met- 
ropolitan Life, Paterson, N. J.; federal 
law and legislation, Judd C. Benson, 
Union Central, Cincinnati; general 


agents and managers, Hugh S. Bell, 
Equitable Life of Iowa, Seattle, and 
membership, Jul B. Baumann, Pacific 
Mutual Life, Houston. 

There are 522 members who have 
been appointed to the 27 standing and 
special committees. They represent 105 
companies and are located in 192 cities, 
in 47 states, District of Columbia, Ha- 
waii, Guatemala and Canada. 


The chairmen of the standing commit- 
tees are: 

Agency practices, Clancy D. Connell, 
Provident Mutual, New York; business 
standards, Adam Rosenthal, Acacia Mu- 
tual, St. Louis; by-laws, Ernest A. Crane, 
Northwestern Mutual, Indianapolis; con- 
servation, McKinley H. Warren, Phoenix 
Mutual, Boston; convention program, 
Carlton W. Cox, Metropolitan, Paterson, 
N. J.; cooperation with attorneys, Edward 
J. Dore, Berkshire Life, Detroit; coopera- 
tion with trust officers, Paul H. Conway, 
John Hancock Mutual, Syracuse; coop- 
eration with U. S. Chamber of Commerce, 
Grant Taggart, California-Western 
States, Cowley, Wyo.; credentials, Her- 
bert R. Hill, Life of Virginia, Richmond. 
_ Also: Education, Clifford H. Orr, Na- 
tional Life, Philadelphia; elections, 
Robert M. White, Jefferson Standard, 
Dallas; federal law and legislation, Judd 
C. Benson, Union Central, Cincinnati; sub- 
committee on pension trusts, C. Preston 
Dawson, New England Mutual, New 
York; finance, Walter E. Barton, Union 
Central, New York; general agents and 
managers, Hugh S. Bell, Equitable Life 
of Iowa, Seattle; international council, 
Lyman Malone, Sun Life, Detroit; 
local association administration, E. Dud- 
ley Colhoun, Shenandoah Life, Roanoke; 
membership, Jul B. Baumann, Pacific Mu- 
tual, Houston; past national presidents, 
Herbert A. Hedges, Equitable Life of 
Iowa, Kansas City; publications, Way- 
man I, Dean, Life & Casualty, Jackson- 
ville; resolutions, Ralph W. Hoyer, John 
Hancock Mutual, Columbus; state and 
regional associations, Philip B. Hobbs, 
Equitable Society, Chicago; women un- 
derwriters, Pearle Easley, Massachusetts 
Mutual, Oklahoma City. 

The chairmen of special committees are: 
agents’ compensation, Alfred C. Duckett, 
Northwestern Mutual, Los Angeles; inte- 
gration of life underwriters into the 
N.A.L.U., John D. Moynahan, Metropoli- 
tan Life, Berwyn, Ill., chairman, and C. 
C. Hunnicutt, National Life & Accident, 
Knoxville, vice-chairman; life insurance 
information, Steacy E. Webster, Provi- 
dent Mutual, Pittsburgh; manpower, 
Philip B. Hobbs, Equitable Society, Chi- 
cago; national war savings, Clifford H. 
Orr, National Life, Philadelphia. 





Retirement Income Sales 
Show Sharp Increase 


Retirement income policy sales 
are now running double the num- 
ber sold during the first war year, 
according to a Sales Research 
Bureau survey. The average size 
of such policies bought in 1944 
has increased 40%, increasing to- 
tal sales by 150%. One-eighth of 
all ordinary life adult sales are 
now retirement income contracts. 











2 


HeNATIONAL UNDERWRITER : 


October 27, 1944 








War-time Selling Methods 
Are Told at Chicago 





Leading Chicago ordinary and indus- 
trial agents told how they are selling 
under war-time conditions at the three 
regional meetings conducted by the 
Chicago Association of Life Underwrit- 
ers on the north, south and west sides 
of the city. 

Robert W. DePau, Jr., superintend- 
ent Prudential, and Rudy W. Weber, 
manager John Hancock, co-chairmen, 
presided. The talks were given on 
three consecutive days at gatherings in 
the Edgewater Beach hotel, Southmoor 
hotel and Graemere hotel. 

Some of the ideas that he uses in 
selling were told by W. N. Hiller of the 
Stumes & Loeb agency of Penn Mutual, 
a qualifying and life member Million 
Dollar Round Table. He depends on 
motivation, such as visual aid, telling a 
story or leading the prospect into his 
own story. 


Hiller Uses. Unique Methods 


Mr. Hiller showed cartoons and _pic- 
tures that he carries along to motivate 
the sale in an employe’s pension case. 
These picture a man retiring after 35 
years’ service and receiving nothing but 
a gold watch and scroll. Mr. Hiller 
demonstrates that a man is not putting 
enough of his income into life insur- 
ance by using the budget slide rule 
which he invented several years ago. He 
likes this even though the incomes 
shown are out of date due to the in- 
flated incomes of today, because he can 
sit across the room from the prospect 
and tell by watching the man operate 
the slide approximately what is his in- 
come. The farther out he pulls the 
slide, Mr. Hiller explained, the greater 
his income. 

In selling business insurance, he tells 
a story of his own experience. He was 
in the corset manufacturing business 
for 20 years before entering life insur- 
ance. The president and largest stock- 
holder was induced to secure $50,000 
life insurance payable to the corpora- 
tion and three years later died. Stock- 
holders and officers did not foresee the 
quick change over from the “heavy 
armor plate’ to “cob-webs” and the 
company “went bust.” The widow’s 
share of the business was lost. This 
story has helped to close several busi- 
ness insurance cases. 


Uses Nickel As a Motivator 


Another motivator is his “power of 
a nickel” talk. In selling $25 per month 
at age 65 retirement income insurance 
to a bachelor who asks what good is 
$25 a month at that age, Mr. Hiller 
goes into his talk about the lowly 
nickel. He manages a heart throb by 
figuratively boarding the prospect with 
his sister or brother and showing him 
what he could do with a nickel by buy- 
ing candy for the children of the family. 

Methods by which in a year she has 
come to be quite successful as a life 
insurance salesman were told by Aimee 
Heiss Coné of the Stiegel agency of 
Metropolitan Life in Chicago. She 
never approaches a sales without prepa- 
ration, nor without something to show 
the prospect. Sometimes this is a com- 
pleted social security chart, a visual aid, 
or a typewritten sheet of rates and 
values. If nothing else she uses a sheet 
of paper bearing the prospect’s name. 

Before starting with Metropolitan 
on a $200 weekly debit she had no pre- 
vious selling experience. 


Successful Woman Talks 


Mrs. Coné believes there are five es- 
sentials for success in the business, 
mental attitude, enthusiasm, knowledge, 
good will, and work. Haphazard work 
will not suffice; work must be planned. 
An agent never should make a sales 
call without spending time before hand 
in planning the interview. She rarely 


spends good evening hours on calls un- 
less all possible information regarding 
the prospect previously has been ob- 
tained, and practically never returns to 
talk with the husband unless she pre- 
viously has qualified the wife. Many 
times she has waited until the wife was 
sold before calling on the man, and fre- 
quently the wife has made the sale for 
her. 

“The advantage that :.we women 
agents have is that we can speak on 
common ground with other women 
concerning our mutual problems,” she 
said. “We know the trials and tribula- 
tions of keeping house and raising a 
family. We know how impossible it 
would be for a woman to fulfill her 
obligafons in the home and also act as 
bread winner on the outside.” 


Much Time in Preparation 


Mrs. Coné said she spends almost as 
much time in preparation for interviews 
as she does in actual calls, for she recog- 
nizes_ the only investment a life insur- 
ance agent has is time. Her debit re- 
quires about 12 hours a week for 
collections and prospecting, building up 
case histories, qualifying wives, making 
notes and transferring them to perma- 
nent records. She spends another 12 
hours a week planning evening calls, 
making charts, caring for correspond- 
ence, outlining programs and doing 
necessary accounting work. Sales calls 
occupy about eight hours of evening 
work. The total is 32 hours a week of 
only about four eight-hour days weekly. 
This, she said, gives her plenty of time 
to make new social contacts, renew old 
friendships and constantly add to her 
knowledge of the business. 

She does much programming with so- 
cial security. The $250,000 of business 
which she had placed up to Sept. 30 
was made up of 68 applications of which 
22 totaled $175,000 consisting of poli- 
cies of $5,000 and over, and 46 which 
totaled $75,000 in policies under $5,000, 
and very largely was programmed this 
way. She reported 41% were on family 
income plan, 31% ordinary life and 28% 
other plans including endowment 65, 20 
pay life, 20 year endowment and mort- 
gage plans. 


Contrary Method Employed 


Leo G. Rapp of the Seguin industrial 

agency of Prudential in Chicago, on 
the other hand does little or no pre- 
planning, either in procuring prospects 
or in their ultimate selling, he admitted. 
Instead, he has schooled himself to rec- 
ognize an opportunity to create a pros- 
pect either by what is quite obvious 
or by conversation. He does not spe- 
cialize on social security, old age bene- 
fits, settlement options, and so forth, 
but has a working knowledge of the 
use of all of them and brings them in 
at the proper time. 
He does not have a pet policy but 
likes the family income because it an- 
swers the estate problems of the ma- 
jority rather than the few in a most 
satisfactory way. When a_ prospect 
asks what is the premium cost of a 
policv, Mr. Rapp does not quote the 
Premium, but says he does not sell life 
insurance the same way a clerk does 
who takes an order for a loaf of bread, 
but believes the buying of life insurance 
is a very important matter and he wants 
to give the best advice due to the par- 
ticular financial circumstances and needs 
of the prospect. 


Exponent of “Material Religion” 


Mr. Rapp believes the agent’s frame 
of mind is most important and there 
must be sincerity of purpose; that he 
talks material religion as a minister 
talks spiritual religion. He does not want 
to advise incorrectly either as to type 
of contract or amount. 

(CONTINUED ON PAGE 11) 


Gov. Edge Presents 
Scroll to Prudential 








Governor Edge of New Jersey (right) 
presents to Col. Franklin D’Olier, presi- 
dent of Prudential, engrossed scroll ex- 
pressing state’s appreciation of efforts of 
company’s home office clerks in compiling 
lists of voters among service men and 


women. 





Cleveland Group 
Gives Insurance Aid 
Following Big Fire 


The Cleveland Life Underwriters As- 
sociation has taken steps to facilitate 
handling policy claims arising from the 
Cleveland explosion and fire. On Tues- 
day the number of known dead was 114 
of which but 37 had been identified. The 
number of missing was 89. 

The association issued this statement: 

“The Cleveland Life Underwriters 
Association urges all persons who have 
any claims against life insurance policies 
as a result of the fire to see the agent 
through whom they insured for assist- 
ance in filing such claims. In case poli- 
cies have been lost in the fire their agent 
will furnish them an affidavit of lost pol- 
icy form. These forms will be sent to 
the home office, and a new policy will be 
issued immediately.” : 

Twenty-three of the identified dead 
were employes of the East Ohio Gas 
Co., where the fire originated. 

Presumably many of those killed 
were insured under industrial policies. 
There will undoubtedly be claims under 
personal accident policies and double in- 
demnity benefits will become payable 
under life policies. 





Mutual Life Managers 
in Midwest Gather 


Mutual Life of N. Y. managers in 
the east-central division held a 34-day 
regional meeting at Chicago conferring 
with six home office officials. These in- 
cluded A. E. Patterson, executive vice- 
president; J. Roger Hull, vice-president 
and manager of agencies; Ben Williams, 
director of training, and his assistant, 
Ward Phelps; Harry B. Cadwell, super- 
intendent of agencies, and D. D. Briggs, 
assistant superintendent of agencies. 

This was a conference devoted entirely 
to business and there was no banquet or 
other social affair. The general topic of 
the forum was recruiting, training and 
retraining. There were 24 managers at- 
tending. The three Chicago’ managers. 
Samuel Heifetz, G. T. Vermillion and 
J. R. Hastie, constituted a committee on 
local arrangements. 





Quiz Features Dallas Meeting 


At the meeting of the Life Insurance 
Cashiers Association of Dallas Thurs- 
day, delegates who had just returned 
from the national meeting at San An- 
tonio reported. A quiz program fea- 
tured the meeting, conducted by J. P. 
Hiatt, program chairman, and Walter 
C. Darnell, quiz master. 


Pension Plan 
Deadline Extension 
Still a Possibility 


WASHINGTON—With @& estimated 
3,000 to 4,000 pension trust plans not 
acted upon, out of an estimated total 
of 9,000 plans submitted, there is a race 
against time on to beat the deadline 
set by law, Dec. 31, for action on such 
plans, in order to obtain credit for 
pension plan expenditures on tax re- 
turns. The above figures are obtained 
from sources believed to be informed, 
the internal revenue bureau declining 
to give figures. 

Attention of insurance interests and 
business men has been repeatedly called 
to the deadline by the U. S. Chamber 
of Commerce. Attention has also been 
called to the Treasury Department’s in- 
dication it will not ask extension of the 
time limit. 

However, it is pointed out that this 
does not mean Congress might not ex- 
tend the deadline. Nor does it mean that 
the Treasury might not change its mind 
and ask for such extension. 

At the National Association of Man- 
ufacturers, which is interested in pen- 
sion trust matters in behalf of its mem- 
bers, it is believed that eventually the 
Treasury will ask for extension. It is 
believed further that if the department|* 
were to announce now it favored ex- 
tension parties interested in pension 
plans would be inclined not to hurry 
about their complétion, submittal or 
amendment. 


Extension May Be Granted 


If the Treasury should finally decide. 
to ask extension of the time limit after | 
Congress returns Nov. 14, it is believed’ 
Capitol Hill will be inclined to grant 
the request. Business interests want 
such extension, according to report. 

Senator Taft, Ohio, who has been a 
leading factor in the pension trust legis- 
lative picture, has dropped a proposal to 
prohibit integration of pension plans 
with social security “like a hot potato,’ 
according to interested persons. He is 
said to have given no indication he an- 
ticipates seeking extension of the pen- 
sion trust deadline. : 

He could not initiate such legislation 
under congressional parliamentary pro- 
cedure, it is pointed out, because pet- 
sion trust legislation would affect the 
revenue and all legislation affecting the 
revenue must originate in the House. 

Observers say the department has 
been doing a good job in_ recent 
months in acting on pension and profit: 
sharing plans, under its program 0 
decentralizing administration of pertt 
nent provisions of the revenue laws to 
internal revenue agents throughout the 
country. 

Other observers, however, say the de- 
partment is in bad shape, so far as act 
ing on plans submitted is concerned: 
that the decentralization program is not 
working out well; that a great many 
pension plan cases are coming to Wash- 
ington for consideration, where they 
are piling up in the revenue. bureau. 








Moore Agency Organizer 

Clarence E. Moore of Niles, Mich. 
has been appointed agency organizer for 
the Grand Rapids agency of Mutual 
Life of which Charles E. Brown is mat 
ager of the agency. Born in Battle 
Creek, Mich.. Mr. Moore graduated 
from Alma College and received his 
M.A. degree from the University 0 
Michigan. He had taught in the high 
school at Niles for six years prior t? 
joining Mutual Life in 1941. 





Opens Grand Rapids Unit 


New England Mutual Life has 
opened a district agency at Grand Rap 
ids, Mich., under the direction of W. F. 
Strahan. For a number of years he 
has been a leading producer of the com 
pany, specializing in business insurance 
and personal estate planning. 
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Accident-Health 
Builds for Future 


Possibilities Told to 
Producers at Conference 
of New York City. Club 


The importance of accident and 
health insurance to the personal pro- 
ducer, both because of its position as 
a primary coverage and the fact that 
it is the best door opener for other 
lines of insurance, was emphasized by 
Walter W. Canner, assistant manager 
of Travelers’ 55 John street office, in 
addressing the accident and _ health 
sales conference sponsored by the New 
York Accident & Health Club. He 
cited an actual case showing the devel- 
opment of an extended insurance pro- 
gram as the result of an initial sale 
of a rather small accident policy and 
quoted the policyholder as ‘saying that 
he regards accident insurance as the 
form of coverage which he values most 
highly. 

“T realized, when I was flat on my 
back,” this purchaser said, “how im- 
portant income replacement was to a 
man’ and his family. I am rather proud 
of my insurance setup; it takes income 
to pay the premiums. Disability pro- 
tects that income, and so I have felt 
that it also insures my entire insurance 
program.” 


Build Clients for Future 


In building for the future, Mr. Can- 
ner said, it is necessary to meet new 


| people and cultivate as many as possi- 
| ble 
| keeper or promising clerk of today may 
' be vice-president or president of his 


into valuable clients. The book- 


company tomorrow. The best way to 
follow along with him is on the avenue 
marked “accident and health.” Mr. 
Canner’s subject was “Mr. Producer, 
Going My Way?” and he told those 
attending the conference: “If there is 
any question as to your direction and 
preparation for the future, it is well for 
you to think seriously about ‘going our 
way.’ ” 

He took up the problem of prospect- 
ing in New York City, where the pro- 
ducer sees many thousands of people 
every day, butall of them are strangers. 
“We must find a way to meet people,” 
he said. “We must seek out these peo- 
ple by presenting to them a product 
that is necessary and has a definite 
appeal to the purchaser.” 


Answer to Prospecting Problem 


He listed three important reasons 
why accident and health insurance has 


proved so successful in solving the 
producer’s prospecting problem: (1) 
“Everybody is a prospect. (2) This 


coverage appeals to a selfish interest of 
man and represents primary protection. 
(3) You can tell your story effectively, 
logically, convincingly and completely, 
and not take more than six minutes. 
It is a line of action.” 


Further Growth After War 

He declared that after the war acci- 
dent and health insurance, the fastest 
growing casualty line, will enjoy a tre- 
mendous growth and contribute even 
more generously to the success of com- 
missioned men. He said there is defi- 
nite proof of the popularity and appre- 
ciation on the part of the buying public 
of the necessity of adequate disability 
Protection. He predicted that the 
companies will adopt an even more 
aggressive and courageous underwrit- 
ing policy, which will broaden the field. 
Furthermore, there is an increased 
interest on the part of producers in 
writing personal accident and health 
insurance, which he regards as most 
important. 

Mr. Canner also took up and 
answered some of the objections which 
brokers have offered to writing accident 
and health business. 


New Group Rules 
Proposed by 
Mich. Department 


’ LANSING, MICH.—The Michigan 
department has prepared a tentative set 
of rules and interpretations of statutory 
regulations pertaining to group insur- 
ance, supplementing rules issued in Sep- 
tember, 1943, pertaining only to a 1943 
discretionary group life act. Herbert B. 
Thompson, director life and fraternal 
division, who prepared the new rules 
after consultation with company and 
agency association executives, is asking 
various life companies to comment on 
the regulations. If there are material 
objections, a hearing will be conducted. 
It is explained the New York rules are 
followed in a large part.- 

Under the requirement that premiums 
be “paid jointly,” two plans would be 
permitted. The certificate holders’ con- 
tribution could not exceed 75% or a spe- 
cific schedule could be set up covering 
certificate holder contributions. The max- 
imum contributions per $1,000 by the cer- 
tificate holder under the schedule al- 
lowed would be 60 cents monthly or 14 
cents weekly for the standard rate; 70 
and 16 cents for standard plus $1; 75 ‘and 


17 cents for standard plus $2 and 80 and 


18 cents for standard plus $3 or more. 

Where group participants are insured 
for varying amounts and the premium 
contribution by a majority of the cer- 
tificate holders exceeds the cost at which 
the individuals could buy one-year term 
coverage, the 75% option set forth in the 
previous rule would not be available. 

Any arrangement under which the in- 
surer would pay an employer or other 
policyholder or any other person “than 
the insurer’s usual representatives,” for 
record-keeping, claim adjustment or 
other services in connection with a group 
contract, could not be placed in force 
without specific department approval af- 
ts provision of full information on the 
plan. 

Equities of the persons who contrib- 
uted to the premiums would be consid- 
ered in cases of dividends or retroactive 
premium adjustments. Such dividends or 
adjustments might be applied to reduc- 
ing the employer’s, organization’s or 
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John F. Wohlgemuth, 


President of 


National Underwriter Company, Dies 





John F. Wohlgemuth, president of 
The National Underwriter Company, 
died at Good Samaritan hospital, Cin- 
cinnati, last Thursday morning at the 
age of 65. 

Mr. Wohlgemuth suffered an attack 
Aug. 28, which was his 65th birthday 
and made what appeared to be a strong 
recovery. He was in the hospital six 
weeks and then 10 days before his death 
he went to the Sinton hotel with Mrs. 
Wohlgemuth, they having sold their 
home shortly after Mr. Wohlgemuth 
was stricken. Mr. Wohlgemuth was 
again taken severely ill Tuesday, Oct. 17, 
was removed to the hospital Wednesday 
morning and died the next morning. 

Funeral services were conducted Sat- 
urday morning at the chapel of Spring 
Grove Cemetery, Cincinnati, Dr. J. Hol- 
lister Lynch, former rector of Calvary 
Church, officiating. Interment will take 
place with services at some future date, 
to be selected by Mrs. Wohlgemuth, at 
Hinsdale, Ill., where the Wohlgemuths 
resided for many years. Mrs. Wohlge- 
muth will continue to reside at the Sin- 
ton fur some time. 

Mr. Wohlgemuth became head of The 
National Underwriter organization in 
January, 1939, taking the place left va- 
cant ‘by the death of his older brother, 
E. Jay Wohlgemuth, who was the 
founder of the company. 

John Wohlgemuth joined The 
National Underwriter in 1900 as a re- 
porter at Cincinnati and compiler of 
statistical publications. In 1904, he left 
business and studied law at Cincinnati 
Law School, graduating in 1907. Then 
for a year he was employed by Travel- 
ers as liability claims investigator at 
Cincinnati. 

In 1909 he returned to THB NATIONAL 
UNDERWRITER as associate editor in 
charge of the news desk at Chicago. In 








gerous to do so. 
freedom and his own fortune. 


form of government. 


serve them for this nation. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





HE PRACTICED 
WHAT HE PREACHED 


It is easy today for us to believe in freedom of worship, 
tolerance and the rights of minorities. 


William Penn preached these doctrines when it was dan- 
And he practiced them at the cost of his own 


Born to the aristocracy, Penn cast his lot with persecuted 
people and spent his wealth to establish and develop a colony 
where peace and freedom, charity and justice should prevail. 
His province offered civil and religious freedom, not only for 
Quakers but for people of all nations, and all creeds. 
men in the history of England and America have done as 
much as William Penn to develop democracy as a workable 


So precious are the freedoms and rights he helped to estab- 
lish that legions of Americans have fought and died to pre- 


On this three hundredth anniversary of Penn’s birth, the 
insurance company which proudly bears his name pays humble 
tribute to “the great Friend.” 


1644-1944 WILLIAM PENN TERCENTENARY 
¢¢ ¢ 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Few 


JOHN A. STEVENSON 
President 

















1911 he was married to Dr. Janet Mal- 
colm, who was connected with the 
Journal of the American Medical Asso- 
ciation in an editorial capacity. 

Mr. Wohlgemuth in 1917 was elected 
secretary and placed in charge of the 
sales activities and later devoted his at- 
tention to secretarial duties. In 1926 he 
assumed as well the editorship of the 





JOHN F. WOHLGEMUTH 


“Casualty Insuror,” a National Under- 
writer monthly publication. 

Outside the ranks of the National 
Underwriter Company Mr. Wohlge- 
muth was known principally as the edi- 
tor of the “Casualty Insuror.” In that 
field he commanded much attention. A 
law school graduate, he was able to apply 
his knowledge of legal principles to the 
treatment of casualty insurance subjects. 
He had an incisive style of writing and he 
endeavored to apprehend future de- 
velopments and to point the way to 
sales opportunities in the casualty field 
and to procedures that he regarded as 
sound. He delved deeply into many as- 
pects of the business and became an 
authority. He formed strong convic- 
tions and wrote persuasively. 

After becoming president, Mr. Wohl- 
gemuth found it impossible to continue 
to be responsible for editing the “Cas- 
ualty Insuror” but until the last he gave 
particular attention to this publication 
and contributed editorially to it. Par- 
ticularly did he continue to produce the 
court of appeals material, extracting use- 
ful sales suggestions from current opin- 
ions and translating legal terminology 
into terms easily grasped by the insur- 
ance reader. He had a talent for see- 
ing the point and expressing it con- 
cisely and yet accurately. 

Mr. Wohlgemuth was well posted on 
tax matters and looked after that end of 
the work. He also supervised the fi- 
nancial affairs. Except for his work with 
the “Casualty Insuror” his interest and 
duties were mainly of an internal nature 
and he did not have a large personal 
acquaintance among insurance men. 
However, he did form a number of 
close friendships with those whom he 
consulted frequently in developing edi- 
torial | material for the “Casualty In- 
suror.’ 

Mr. Wohlgemuth was born Aug. 28, 
1879, on a farm near Imlay City, Mich. 
His first business experience was with 
Gaukler’s Insurance Agency of Detroit, 
being connected there from 1897 until 
1900. 

In addition to Mrs. Wohlgemuth, the 
survivors include a brother, Albert J 
Wohlgemuth, president of the Rough 
Notes Company of Indianapolis, and a 
nephew, George E. Wohlgemuth, as- 
sociate editor of THE NATIONAL UNDER- 
writer at New York. 
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Union Is Policyholder in 
Industry-Wide Group Plans 


NEW YORK—Conppletion of indus- 
try-wide group insurance programs in 
the fur and leather industry and in the 
furniture manufacturing field marks what 
is believed to be an important new de- 
velopment in group insurance. So far as 
is known, it is the first time that a group 
insurance program has been written on 
a union as part of a collective bargaining 
agreement, with the employers paying 
the entire cost, the union as the policy- 
holder, and the coverage underwritten 
by major insurance companies. 

This type of plan goes beyond the 
trusteed plans where the insured is an 
employers’ association in that it takes 
care of «situations where employers do 
not belong to an association and indi- 
vidual employers do not have enough 
employes to be eligible for group insur- 
ance. From a life company standpoint 


the new development is of particular 
interest because it offers a way for the 
unions to meet their insurance needs in 
fields where there are many small em- 
ployers without resorting to the forma- 
tion of their own insurance companies, 






MEN OF 


as done by the Amalgamated Clothing 
Workers of America. It is also prefer- 
able to operate through an employers’ 
association that is set up merely to 
handle group insurance and has no other 
reason for existence. 


Each Local Has Policy 


The agreements which have just been 
concluded cover the International Fur 
and Leather Workers Union and the 
United Furniture Workers Union. Un- 
der these plans, each local of the union 
will have its own policy. The insur- 
ance for the first locals covered by the 
agreement is being underwritten by 
Prudential, John Hancock Mutual, and 
Associated Hospital Service of New 
York City. It is expected that other 
interested insurance companies will par- 
ticipate in underwriting other locals. 

Martin E. Segal, president of the 
Trade Union Agency of New York City, 
which acted as group insurance consult- 
ant, said that these unions have many 
agreements with employers who have 
fewer than 50 employes and ordinarily 
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would be unable to get group insurance 
benefits, however, with the union as the 
policyholder all employes are covered 
regardless of the size of the shop or 
plant. This means that many thousands 
of workers and their families who could 
not get the benefits of a comprehensive 
group program are now covered. There 
are about 180,000 members in the two 
unions and the collective bargaining 
agreements with insurance provisions 
have already been concluded for ap- 
proximately 5,200 members. 


Provisions of Policies 


The contract of the furniture workers 
provides for $1,000 of life insurance, 
$1,000 of accidental death and dismem- 
berment coverage, accident and sickness, 
hospitalization, and surgical benefits. 
The insurance in the fur and leather 
workers union will vary in different 
areas, but basically all areas will pro- 
vide death benefits, disability benefits, 
hospitalization insurance and _ surgical 
benefits. 

Many employers have hailed the 
group insurance provision in the union’s 
collective bargaining agreement as “a 
step forward in genuine labor manage- 
ment cooperation for the best interest of 
all.” For example, B. J. Goodman, pres- 
ident of the Fur Dyers Guild, congratu- 
lated the union board on arranging the 
plan and said that “we are pleased that 
our payments to your fund enable you 
to provide the membership with this 
kind of insurance, and we feel that it 
will make closer relations between em- 
ployer and employe. I am sure that 
this is a big step forward and will lead 
to many other pleasant relations between 
employer and employe.” 


Preferred to Own Plan 


William Infeld, president of the In- 
dustrial Fur Dyeing and Blending Com- 
pany, said in a letter to the union that 
he was in the midst of negotiating a 
group plan for his employes when the 
union presented its general plan for the 
entire industry, “which to my mind was 
more important and more to the direct 
benefit of your members than my indi- 
vidual plan. I wholeheartedly agree 
that there is a direct necessity for this 
group plan and feel that the leader- 
ship of your organization deserves com- 
mendation for its farsightedness and 
progressiveness.” 

News of the plan has aroused wide- 
spread interest among group insurance 
executives and the progress and experi- 
ence of this type of setup is certain to be 
followed attentively. Mr. Segal pointed 
out that the unions’ recognition of the 
fact that companies can supply their 
insurance needs is a very sound devel- 
opment and that it would be wise for 
the insurance companies to recognize 
that union insurance written by group 
writing companies is good business. It 
is particularly important .today, when 
there is the money to pay for these 
plans, that they be sold. 

Incidentally, this program was set up 
in cooperation with the employers’ in- 
surance representatives and it is the 
Trade Union Agency’s intention to con- 
tinue this procedure on all phases of 
the plan. 

If the employer has any doubt that 
the money he pays the union is to be 
used for group insurance premiums, this 
is taken care of by the monthly account 
which the union supplies to the em- 
ployer. This shows the amount of pre- 
miums received, the amount disbursed 
for claims and the amount of expenses. 
This arrangement is provided for in the 
contract between the employer and the 
union. The account is certified by a 
C.P.A. and the books are at all times 
open to the employer. - 





High Columbus Manager 

Earl W. High has been appointed 
agency manager of Occidental Life of 
California at Columbus, O. 





Industrial Life & Health of Atlanta 
has been admitted to membership in the 
American Life Convention. 


——____. 
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Company No Longer 
in Cal., Doesn't Have 


to Pay Premium Tax 


SAN FRANCISCO — When a life 
company retires from California by per- 
mitting its license to transact business 
to expire, it is not required to pay the 
state tax on premiums collected by mail, 
according to a California appellate court 
decision in People vs. Alliance Life. 

The attorney-general is reported to 
have recommended to the insurance 
commissioner that no appeal be made to 
the supreme court. 

Alliance Life quit writing new busi- 
ness in California when it permitted its 
license to expire, July 1, 1939. There- 
after premiums on policies i in force were 
remitted to the home office by mail, as 
all California offices were closed and 
agents’ licenses cancelled. On the ad- 
vice of the attorney-general the state de- 
manded taxes on premiums remitted by 
mail for the balance of the year 1939 
and all of 1940. The company refused 
to pay and the state started suit on the 
theory that Alliance Life should have 
applied formally to withdraw from the 
state as prescribed by section 1070-1074 
of the insurance code, with the insur- 
ance commissioner’s consent or had re- 
insured its business with his consent. 


Cites Former Decision 


The decision is said to be based upon 
Provident Savings Life vs. Kentucky 
which held that in a similar case the 
state was not entitled to collect a pre- 
mium tax after a company had ceased 
business in that state. The court also 
cited the case of the American United 
Life vs. Fischer, a recent decision of 
the Iowa supreme court which held that 
the premium tax could not be collected 
after the company ceased to write new 
business. 

The California appellate court stated 
it could “find no logical reason for hold- 
ing on a tax question that sections 1070- 
1074 and 1090 of the insurance code in 
anywise apply to a foreign company 
whose certificate of authority to do busi- 
ness has expired and its only business 
consists in receiving by mail premiums 
on policies written within the years of 
its certification to do business here. If 
it is the purpose of California to collect 
from a foreign corporation taxes on pre- 
mium payable after its license has been 
permitted to expire and it has ceased to 
do business in this state, then the legis- 
lature should speak in terms of the Ten- 
nessee statute.” 


Tennessee Case Is Cited 


A Tennessee case of similar issues 
was decided against the state and Ten- 
nessee then amended its law to provide 
that a company entering the state must 


‘as a condition of entry agree to pay 4 


tax on all premiums thereafter col- 
lected on policies written in Tennessee. 
The court pointed out that California 
has no such statute. 

The case for Alliance Life was han- 
dled by Daniel W. Burbank, San Fran- 
cisco attorney. 





Miss Elizabeth A. Hayes, for 34 years 
cashier of the Wellman-Burroughs New 
Hampshire agency of National Life of 
Vermont, died in Sacred Heart Hos- 
pital, Manchester. Miss Hayes was 4 
member of the Leaders Club of National 
Life and a member of the Women’s 
Quarter Million Dollar Round Table. 
No insurance woman in New Hampshire 
had wider acquaintance. Her entire busi- 
ness career, begun in 1907 was with 
National Life, she having been engaged 
by General Agent James A, Wellman, 
now retired, and trained by him. She 
was an acute student of life insurance 
and of human kind. She was one 0 
the leading members of the Manchestet 
Professional & Business Women’s Club, 
Manchester Association of Life Under- 
writers, and Manchester Institute of Arts 


& Sciences. 
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BIG BOSS 


The Controller knows more for its size than anyone would 
guess. A bookkeeper would marvel at its simple inclusive- 
ness. F or in this tiny volume an Fitna Life Salesman 
records his daily activity. It is an habitual tell-tale. It 
exposes weakness and negligence without fear or favor. 


But good works are recorded just as outspokenly. 


ATNA LIFE ORGANIZED SELLING 





ETNA LIFE INSURANCE COMPANY 


AFFILIATED COMPANIES 
THE HTNA CASUALTY AND SURETY COMPANY 
THE AUTOMOBILE INSURANCE COMPANY 
THE STANDARD FIRE INSURANCE COMPANY 


Hartford, Connecticut 
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Future Investment Course 


The question of what responsibility 
falls on the life insurance business to 
see that the monetary savings of the 
country, which are increasingly repre- 
sented by life insurance accumulations, 
flow into capital formation was dis- 
cussed by F. J. McDiarmid, manager of 
the investment research department of 
Lincoln National Life, in a recent talk 
before the Middle Atlantic Actuarial 
Club at Washington, D. C. 

As a minimum, the business has some 
responsibility to try and make available 
its accumualtion of funds in a form that 
the American economy may most read- 
ily absorb into investment, Mr. Mc- 
Diarmid said. Life insurance funds are 
an important factor in total national 
savings, he pointed out. 


$2.5 Billion Annual Increase 


On the basis of past experience and 
bearing in mind the present rapid in- 
crease in insurance in force, in the fu- 
ture the increase in life insurance assets 
is not likely to be less than $2.5 billion 
annually, he said. He estimates that at 
least one-third of total monetary sav- 
ings of individuals in the United States 
are likely to be made through life insur- 
ance. 

He then compared life insurance ac- 


cumulations with estimates of net capital 
formation, which is the gross volume 
of construction of all sorts, residential 
and business, net increase in inventory, 
and construction by public agencies, ‘de- 
creased by estimates of accruing de- 


preciation. This is the net build up in 
physical wealth. He reaches the con- 
clusion that in the future the rate of 


increase in life insurance funds probably 
will run one-third or one-fourth of over- 
all savings and increase of physical 
wealth, so the manner in which these 
funds are invested will have an im- 
portant effect on the working of the na- 
tional economy. 


Need New Investment Outlets 


Mr. McDiarmid emphasized the need 
for new investment outlets. Up to now, 
he said, the life companies relied almost 
entirely on long term debt as a medium 
to absorb their funds. For a long time, 
probably up to 1930, this was a practical 
course because there existed a rough 
equilibrium between enterprises and in- 
dividuals wishing to raise capital in debt 
form, that is by the sale of bonds and 
mortgages, and investors who wished to 
invest in such forms. 

However, it is evident that this equi- 
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spirit, even when seriously wounded, is 
“One of the Best” of many superior qualities 
displayed by our Fighting Yanks, making 
ultimate Victory a certainty. 


Among insurance companies, Central Life, 
now in its 49th year, strong and progressive, 
with $195,000,000 of insurance in force, 
also is recognized as “One of The Best.” 
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haps the main factor in destroying it 
was the increased gathering of savings 
into financial institutions. People have 
tended to place a larger share of a larger 
volume of total savings with such insti- 
tutions, which by law and custom must 
invest largely in debt securities. He 
suggested that this might be partly due 
to the increasing urbanization of the 
American people and their specialization 
in occupations which require little capital 
investment on the part of the individual. 
Consequently, funds seeking investment 
in debt securities tended to far outrun 
the volume of suitable long term debt 
available, leaving out of account the fed- 
eral government debt. The volume of 
long term private debt in the United 
States declined from $86 billion at the 
end of 1930 to around $70 billion at the 
end of 1943 while in the same period 
the total holdings of debt securities of 
49 life companies increased from $14 
billion to $32 billion. Their holdings of 
private debt grew from $12 billion to 
$15 billion and holdings of public debt 
from $1 billion to $14 billion. 


Refunding at Lower Rates 


The total increase in holdings of pri- 
vate debt was more than accounted for 
by the increase in holdings of public 
utility debt alone, he pointed out. The 
life companies simply took over, largely 
through refunding at constantly lower 
rates of interest, utility bonds formerly 
held by others. Very little capital for- 
mation was stimulated as a result, and 
the only place employment was created 
was in the bond houses. 

Meanwhile in those 13 years life com- 
pany holdings of industrial bonds in- 
creased almost six times, while the total 
volume of industrial long term debt out- 
standing actually declined. The great 
majority of American industry seemed 
to prefer to steer clear of the rigidly 
fixed charges involved in debt financing. 
Mr. McDiarmid said that he is not sure 
the life business can make them change 
their minds. 

He suggested that life insurance as- 
sets, excluding policy loans, probably 
would be $50 billion by 1950, $62 billion 
by 1955 and $77 billion by 1960, and 
wondered where the private debt is com- 
ing from to absorb these increases. He 
doubts that life insurance and similar in- 
stitutional savings will be able to flow 
into constructive investment within the 
framework of private enterprise entirely 
or even mainly through the medium of 
long term private debt. 

While this debt may expand some- 
what due to an increase in mortgage loan 
volume from post war housing, it won’t 
solve the problem to more than a frac- 
tional extent and other industries will 
compete for any increase. Life com- 
pany holdings of the utility debt consti- 
tute more than half of the most pros- 
perous divisions of the utility industry, 
and depreciation accruals are increas- 
ingly meeting the financial requirements 
of such untilities, he said. 

He suggested that the increase in gov- 
ernment bond holdings of life com- 
panies may grow into a permanent solu- 
tion of their investment problem. The 
life companies might just simply con- 
tinue to buy government bonds, and the 
government would take the risk of ad- 
vancing funds to business and industry. 
One may guess that this will be the 
solution unless the life business develops 
new channels for investment, he said. It 
has been a widely accepted view that 
life companies should hold only the 
cream of investments, he said, which 
was probably correct insofar as it was 
practical, but the cream extends only 
so far down in the bottle. It might ap- 
pear, he said. that a conflict exists be- 
tween the obligation to policyholders to 
maintain their funds secure and the re- 
quirements of the economy as a whole, 
he said, but this conflict may be more 
apparent than real. There can be no 
really secure investments in an economy 
which is stagnating. 

The suggestion of a larger investment 
in equities, particularly in common 
stocks, would reauire certain changes 
from present procedure, he said. <A 
method of valuation would have to be 


RECORDS 


Business Men’s Assurance—September 
sales were 41.5% more than last Septem- 
ber, with an increase of 42.3% for the 
first three quarters. Paid life insurance 





for the year to Oct. 1 totaled $29,633,582, | 


compared to $21,642,291 in 1943. 


The San Francisco branch under J. Pp, | 
led all offices | 
for the month, with the Oregon office | 


Baldwin, vice-president, 
under Manager E. M. Ward second. Man- 
ager Robert Sanders, San Diego, was the 
leading producer, with District Manager 
John I. Sanders, San Francisco, the run- 
ner-up. 

State Life of Indiana—September, its 
golden anniversary month, was the best 
September for business that the company 
has had for years. The aniversary was 
celebrated by producers in the 22 states 
in which the company operates. 

Bankers Life of Nebraska—The $150 
million mark in business in force was 
passed Aug. 15. At the beginning of the 
year the company’s “Acceptance of Re- 
sponsibility” program was geared to ac- 
complish this result during the latter 
months of the year, but the excellent 
business enjoyed throughout 1944 brought 
the company to this goal sooner than ex- 
pected. The agency showing the largest 
gain in new business over 1943 is John 
H. Beck, Everett, Wash., with 142%. 

Western Life, St. Louis.—Reports Sep- 
tember production 37% ahead of the 
same month in 1934. The gain for the 
first nine months was slightly more than 


NEW YORK 


N. ¥. ORDINARY SALES UP 


Sales of ordinary insurance in New 
York City for September were $47,357, 
000 as against $42,747,000 for Septem- 
ber, 1943, according to the estimate of 
the Life Insurance Sales Research Bu- 
reau reelased by the New York City 
Life Underwriters Association. 














KING HEADS INSTITUTE 


John J. King, president of the Hoo 
per-Holmes Bureau, was elected presi- 
dent of the Insurance Institute of 
America at the annual luncheon meet- 
ing in New York this week. He. suc 
ceeds John H. Grady, General Accident. 

Secretary E. R. Hardy said an im- 
portant development in educational 
work is the movement for instruction 
during office hours. Originally intended 
for returning service men it was agreed 
to extend it to all employes who wish 
to study. Mark J. Silo, Metropolitan 
Life, won the $25 war bond for the 
highest average marks in the examina: 
tions in the life insurance course. 








devised to eliminate a part of the sting 
so far as surplus is concerned of large 
fluctuations in market value. But this 
should not be too difficult a technical 
problem to solve, he said. Relatively 
larger surpluses might have to be cat- 
ried, he suggested. In this connection 
the companies could take into account 
the fact that an increasing proportion 
of invested assets in U. S. bonds and 
F. H. A. insured loans are not subject 
to substantial capital loss. If a substan- 
tial part of net accumulations in funds 
is to be invested in securities other than 
the fixed interest variety, the companies 
should go easy in making long term 
interest guarantees on contracts where 
the investment element is a dominant 
— such as pension trusts, he 
said. 

It is likely that some part of life in 
surance funds will go.after the war into 
direct investment, housing developments 
and even business properties. A start 
already has been made in this direction 
by some of the companies. This seems 
a highly desirable development as ! 
puts funds directly into capital forma 
tion. It is of course one form of equity 
investment. 





Henry G. Alewel, 55, secretary-treas 
urer of Missouri Insurance Company, 
St. Louis, died from heart disease. 
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Five Years’ Service Work 
Results in $500,000 Case 


R. A. Brown of the Paschall-Gist 
agency of Pacific Mutual Life recently 
closed a $500,000 business insurance case 
on a key executive of a leading Los An- 
geles business house which grew di- 
rectly out of a cold contact made five 
years ago, resulting in a flat “No.” Later 





R. A. BROWN 
reapproaches, based on Mr. Brown’s 
constant study of changing tax situa- 
tions, brought an opening wedge in the 
shape of a modest addition to an already 
extensive personal coverage program. 
Subsequent service established him in 
the confidence of the executive and his 
associates, with the current big business 
case as the outcome of five years’ pa- 
tient, conscientious effort to render the 
best of service. 

Mr. Brown is a life member and for- 
mer chairman of the Million Dollar 
Round Table, past president and always 
active in the Los Angeles Underwriters 
Association, for 30 years a member of 
Pacific Mutual’s Big Tree Club. 


Agency Cashiers Install 


Officers at San Antonio 


The Life Agency Cashiers Associa- 
tion of the United States and Canada 
held its annual meeting for the installa- 
tion of officers in San Antonio. Robert 
Cheshire, Aetna Life, San Antonio, pre- 
sided, and Hal Terry of Houston, re- 
tiring national president, was installing 
officer. 

Lloyd Silberberger, Connecticut Mu- 
tual Life, president of the San Antonio 
Life Managers Club, congratulated the 
association on its achievements and 
pointed out the importance of the work 
of cashiers. Ronald Vincent, Travelers, 
president of the San Antonio Associa- 
tion of Life Underwriters, spoke of the 
qualities for a successful cashier in meet- 
ing the policyholders, and Mr. Terry 
Presented the “Founder’s Trophy” to 
President Marjorie Limes of the San 
Antonio association. 

National officers, all of San Antonio, 
are Miss Alleen Dunagan, Amicable 
Life, president; Floyd Tower, Equitable 
Society; Wm. J. Bordelon, Bankers 
Life of Des Moines, and Mrs. Irene S. 
Chamberlain, Minnesota Mutual Life, 
vice-presidents; Mr. Cheshire; Ray 
Hermes, Jefferson Standard Life; Miss 
Estella Baker, Indianapolis Life, and 
Marie Geyer, American Hospital & Life, 
directors; Miss Marjorie Limes, John 
Hancock Mutual, secretary; Miss 
Louise Baker, Connecticut General, as- 
sistant secretary, and Mrs. A. M. More- 
land, Pacific Mutual, treasurer. 


Home Beneficial Agents Out 


RICHMOND—About 60 agents of 
Home Beneficial Life in Washington, 
D. C., and Norfolk, Va., have been dis- 
missed for “willful violation of a com- 


pany regulation” requiring daily reports 
to district offices, officials of the com- 
pany state. 

None of the 100 agents employed by 
the company in Richmond is affected by 
the dispute. 

Representatives of the agents in Nor- 
folk say it is a strike based on recog- 
nition of their union, the Industrial & 
Ordinary Life Agents Council, A. F. of 
L., but the company has refused to 
recognize it as a strike. 
spokesman said: 

A company rule requires each man to 
report to the office five days per week. 


LIFE INSURANCE EDITION 


A company ~ 


A telegram recently was received from 
a union official in Washington that there- 
after Washington agents would report 
to the office only two days a week. The 
company replied that any agent who will- 
fully violated the rule would be dis- 
missed, and approximately 40 agents in 
Washington were discharged. About 15 
agents in Norfolk adopted the same po- 
sition a few days later, and their services 
also have been terminated. 


Raymond H. Belknap, director of 
agencies of Occidental Life of Califor- 
nia, has been appointed to the laymen’s 


committee of the Presbyterian Church. - 
This committee—the first in the history 
of the church to be composed entirely 
of laymen—will survey the entire prob- 
lems of the church. Mr. Belknap is a 
member of the Presbyterian Church Ex- 
tension Board in Los Angeles and sec- 
retary of the Church Federation of Los 
Angeles. 


Buys $15 Million Canadian Bonds 


Prudential has purchased $15 million 
of Canadian seventh victory loan bonds. 
It maintains offices throughout the Do- 
minion. 


How to choose a life partner 


When Ed Merritt’s two sons joined the marines, most 
of his neighbors thought he’d sell off his herd. 

But Ed kept the whole farm going, even though it 
meant working eighteen hours a day. ““A man can see his 
duty plain enough,” he said simply . . . and did the job, 
for Ed is a man of character. 

We'd like to recommend him as a “life partner” for 
you. The life insurance company with such people as 
policyholders is a good place for your own insurance. 

Here at Northwestern National Life we give our agents 
an extra incentive to sell this kind of man. We know that 
much of the strength of this company lies in the strength 
of the men and women who buy its policies . . . in their 
thriftiness, in their determination to carry on without 
lapsing. For most lapsed policies mean a loss not only to the 
man who lapses, but to the company, and ultimately to 
its policyholders. j 


And that is why your Northwestern National agent is 
paid, not primarily for the new insurance he sells you, but 
for the amount you keep in force. When you lapse a policy, he 
suffers a penalty in his earnings which applies not merely 
to the policy you lapsed, but to every dollar’s worth of 
insurance from which he is receiving an income. 

Thus, your NWNL agent has a special incentive to write 
for you exactly the kind and amount of insurance you need 
and can afford, to keep your insurance program in good 
health—and to seek out good life partners for you in the 
other policyholders he serves... men of Character like 
Ed Merritt. 


NORTHWESTERN .Vational LIFE 


INSURANCE COM PANY 
@. J. Arnold, President Minneapolis 4, Miaa 
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Managers Head Occupation 
Groups in Buying 


Managers led all other occupational 
groups in total volume of life insurance 
purchased during the third quarter of 
1944, according to Lincoln National 
Life’s quarterly survey of buyers of life 
insurance policies of $10,000 or more. 

Individual proprietors, managers, ex- 
ecutives, and professional men _ ac- 
counted for twice as many policies and 
a larger volume than all the other oc- 
cupational classes combined. 

Listed according to total amounts 
purchased, the big buyer groups were: 
Managers, individual proprietors, execu- 
tives, professional men, skilled workers, 


clerks, farmers, salesmen, students, 
housewives, unskilled workers, and 
teachers. 


The big buyer groups listed accord- 
ing to number of policies bought were: 
Individual proprietors, managers, execu- 
tives, professional men, skilled workers, 
clerks, farmers, salesmen, students, un- 
skilled workers, housewives, and teach- 
ers. 





New Pension Trust. Form 


Equitable Society Nov. 1 will make 
available to its agents for use in writ- 
ing pension trust business a new edition 
of the retirement plan annuity contract 
which will be written on a guaranteed 
21%4% interest basis both before and 


after retirement, as compared to the 
2% interest rate after retirement pro- 
vided for in the present contracts. Gross 
premiums will be lower and cash values 
adjusted appropriately. A new dividend 
schedule is being prepared for this con- 
tract. 

Equitable also has revised the com- 
missions scale applicable to it, increas- 
ing the scale somewhat at higher ages 
and in some renewal years, and has 
made an adjustment in the age bracket: 





Dividend for Fidelity Assurance 


CHARLESTON, W. VA.—Receivers 
of Fidelity Assurance have prepared to 
pay a 25% dividend against the $15 mil- 
lion of liabilities under their jurisdiction, 
but announced that payments are not 
moving as well in several states which 
have separate receiverships. 

The association, with investment con- 
tract holders in 29 states, was placed in 
receivership in 1941, but liquidation was 
started only last year, after settlment 
of extended litigation. 


Ward with Smart Agency 


Howard B. Ward, for the last two 
years manager for Guardian Life in De- 
troit, has associated himself recently with 
the F. A. Smart agency of Equitable 
Life of Iowa in that city. He has been 
one of the leading producers in Detroit, 
specializing in pension trust cases, and 
already has closed one in Equitable for 
over $750,000. 





Our 
‘‘Builders-of-Men Plan”’ 


In Operation 


x 


YEAR 


1943 


TOP 50 MEN EARNED 


AN AVERAGE 


OF $8,658.08 


As reported to Department of Internal Revenue 


* 


Companies are only as good as their “Manage- 


ment.” 


“Plans of Operation” are only as good as the 


results achieved. 


Results must finally be resolved into returns 


for the producer. 


“Is There a Reason for You to Be Interested?” 


A. B. OLSON e AGENCY VICE.PRESIDENT 


Guarantee Mutual Life comeny 


Organized 1901 


OMAHA, NEBRASKA 





Los Angeles Attorney 
Asks Commerce Case in Cal. 


Be Carefully Presented 


LOS ANGELES—Attorney Reuel L. 
Olson gave the members of the Life In- 
surance Managers Association his rea- 
sons ‘Why I Believe That It Is Impera- 
tive That the Life Insurance Business 
Should Assist the California Attorney 
General’s Department in Its Battle on 
Behalf of the California Insurance Com- 
missioner and California Statutes Regu- 
lating the Insurance Business.” 

In addition to Mr. Olson’s address, 
the managers elected Charles F. Ed- 
wards of New York Life to membership. 

Rolla R. Hays, Jr., New England 
Mutual, made a report on the activities 
of the state association in opposing pro- 
posal on the ballot for the forthcoming 
election, popularly called the $60 at 60. 

{r. Olson outlined his contention 
that the majority opinion in the S. E., 
. Case is entirely consistent with 
the continued regulation and taxation of 
insurance by the states. He alluded to 
the case brought against Commissioner 
Garrison of California by the First Na- 
tional Benefit Society of Phoenix, Ariz. 
The society, he said, has seized upon the 
decision as a method of avoiding state 
regulation by California. 

“Tt is up to us who have the interests 
of state regulation and taxation of life 
insurance at heart,” he said “to get into 
action and demonstrate in the federal 
district court in Los Angeles Nov. 6 
that state regulatory and tax laws on 
insurance are indeed still in effect not- 
withstanding the opinion of the Supreme 
Court.” 

“We who know life insurance from 
the point of view of the individual pol- 
icyholder, the individual underwriter, 
and the general agent, must see that the 
lower federal courts into which cases 
are brought on mistaken theories of law, 
do not whittle away the rights of the 
several states to regulate and tax insur- 
ance, but properly recognize the self-im- 
posed limits of the Southeastern Under- 
writers Association decision.” 

“The mistaken theory on which the 
complaint in First National Benefit is 
based,” he declared, “is that the Supreme 
Court went so far as to hold state 
Statutes relating to the regulation of 
insurance invalid. That is not the case. 
In fact, Chief Justice Stone is not war- 
ranted in his dissenting opinion state- 
ment to the effect that that decision ‘re- 
pudiates this long continued and con- 
sistent construction of the commerce 
clause (that insurance is not interstate 
commerce).’ Neither is there justifica- 
tion for Justice Jackson’s statement that 


‘the court’s decision at very least will 


require an extensive overhauling of state 
legislation relating to taxation and sup- 
ervision.’ ” 

_In the S. E. U. A. case, for the first 
time in history the question presented 
was not the question of the validity of 
a state statute regulating insurance, but 
of the possible applicability of a federal 
statute to the business of insurance. 


“ae 


Green Heads Atlanta Chapter 
The Atlanta C.L.U. has elected Hol- 





combe Green, Guardian Life, president, | 
Connecticut | 
Mutual; George H. McWhirter, Home | 


succeeding Bealy Smith, 


Life, vice-president, and Emory Jenks, 
Pacific Mutual, secretary-treasurer. Six 
men who have just received their diplo- 
mas from the American College were 
inducted into membership. They are: 
L. L. Boon, W. M. Childs and C. M. 
Gorman, Metropolitan; F. N. Maffett, 
Connecticut Mutual; S. H. Rumph, 
Northwestern Mutual; J. M. Thurman, 
Penn Mutual. The chapter now has 17 
members, 





Start Detroit Courses 


The Detroit C.L.U. chapter has started 
its fall courses on taxes, law and trusts 
with George I. Jensen, agency super- 
visor of Northwestern National and sec- 
retary of the Detroit Life Underwriters 
Association, as instructor. Mr. Jensen 
has taught University of Michigan ex- 
tension courses for several years and 
95% of his students who have taken the 
C.L.U. examinations have been success- 
ful. 





Chicago Program Completed 


Charles R. White, regional manager : 


of the committee for economic develop- 
ment for the seventh federal reserve 
district, will address the economic con- 
ference sponsored by the Chicago 
C.L.U. Chapter Nov. 16 in Hotel La 
Salle, Chicago. Harry R. Schultz, Mu- 
tual Life, N. Y., chapter president, will 
preside. The two other speakers sched- 
uled are Ellsworth C. Alvord, promi- 
nent Washington attorney who is treas- 
urer of the U. S. Chamber of Com- 
merce, and Prof. Simeon E. Leland, 
chairman of the federal reserve bank of 
Chicago and chairman department of 
economics, University of Chicago. The 
conference will start at 1:45 p.m. Paul 
M. Williams, Aetna Life, is arrange- 
ments chairman. Invitations have been 
extended to the Chicago Bar Associa- 
tion, Chicago Association of Credit Men 
and Association of Commerce for mem- 
bers to attend. 


Arthur Hicks of the Hicks - Mattson 
agency at Joliet, Ill., was honored on 
his 30th anniversary in the agency. Rep- 
resentatives of Aetna Casualty, Aetna 
Life, Automobile and Standard Fire at 
Chicago were hosts at a dinner. 











Mr. Olson then said agency heads 
should select some one to represent the 
policyholder, the agent and the general 


_agent when the case of the Phoenix 


company comes to a hearing Nov. 6, and 
appear for them. He declared that the 
decision will make law that will be used 
in other states. He said it is time to 
get into action and help protect the in- 
surance business. 
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' Saskatchewan Plans 


State Insurance 


A bill will be presented at the next 
session of the Saskatchewan legislature 
to give the province full authority to 
sell insurance on a competitive basis 
with commercial companies. The Co- 
operative Commonwealth Federation, 
which is backing the measure, commands 
a large majority in the legislature. The 
proposed plan is closely patterned after 
the program in force in Alberta, which 
has a social-credit government. 

Fire insurance will be the first step 
on the program, according to C. M. 
Fines, provincial treasurer, and estab- 
lishment of this new fire insurance office 
may be expected in November or De- 
cember so that it can start functioning 
next year. Once that department is set- 
tled, it is then progressively planned to 
enter automobile and then life insurance. 

It seems, according to Mr. Fines, that 
what irks the new government at this 
time is the flow of insurarice premiums 
out of the province to the head offices 
of companies in Winnipeg, Toronto and 
Montreal. 


Cites Willkie Letter to Jolly 


The Indianapolis “News” Oct. 24 re- 
produced a letter that Earl L. Jolly, 
Evansville general agent of Indianap- 
olis Life, received May 2, 1944 from 
Wendell Wiflkie in which the latter 
stated: 

“As you know, I am and have been 





| dedicated to the removal of the present 


administration from office, but I firmly 
believe the only way this can be accom- 
plished is for the Republican party to 
measure up to the responsibility it is 
seeking.” 





Executive Committee Meeting 


The executive committee of the Amer- 
ican Life Convention will hold a meet- 
ing in New York during the week that 
the insurance commissioners are there. 
The Institute of Life Insurance will 
have a day meeting as will the Life In- 
surance Association of America. One 
of the subjects up for discussion is the 
proposed industrial life insurance semi- 
nar that has been advocated by the In- 
dustrial Section. 





Expect Return to Old Jobs 


Most life companies expect from 70 
to 100% of their former employes now 
in service to return to their old jobs, 
the Institute of Life Insurance found 
in a survey. Large additions to per- 
sonnel are planned by some companies 
as insurance in force has_ increased 
nearly 25% since 1940 while some 15% 
fewer persons are employed. 





Shenandoah Life Managers Meet 


Progress in all departments of the 
company was reported by Paul C. Bu- 
tord, president of Shenandoah Life, at a 
meeting of managers in the home office 
at Roanoke, Va., last week. Managers 
were present from practically all parts of 
the territory covered by the company. 
Nelson Dickinson, manager of agencies, 
led discussions revolving around the 
training and developing of agencies. 
Several of the managers made talks. 


21-Year App-a-Week Record 


Ben Goldish, Northwestern National 
Life, Duluth, has reached 21 years of 
continuous membership in the App-a- 
Week Club. For nearly two years Mr. 
Goldish has been the top-ranking mem- 
ber of this group. In recognition of at- 
taining 1,092 consecutive weeks of pro- 
duction he was presented with a check 
for $210 representing $10 for each con- 
secutive year of qualification. 


Tax Talk in Los Angeles 

The Los Angeles C.L.U. chapter 
heard an address by Richard H. Forster, 
attorney and lecturer in the school of 
law of the University of Southern Cali- 
fornia, on “Methods of Issuing Life In- 








surance Contracts in Connection with 
Buy and Sell Agreements.” He devoted 
his talk almost entirely to tax problems 
involved with particular attention to the 
estate tax feature. He answered a num- 
ber of questions from the floor. 

Martin Scott, member of the regional 
board of the American Society of 
C.L.U., reviewed C.L.U. activities at the 
Detroit convention. Vice-president Mer- 
vin Cramer reported 61 registrants on 
the rolls for the various sections, and 
said the total is expected to reach 80 
before the registration closes. 

President C. E. Cleeton, Occidental 


Life of California, outlined briefly plans 
for the year. 





Voting for the President 


Setting their goal at $10 million the 
agents of Franklin Life will devote an 
intensive six weeks drive, from Oct. 16 
to Nov. 30, in honor of President Chas. 
E. Becker who celebrates his birthday 
Nov. 13. 

The contest has been titled “Cast 
Your Vote for the President.” On the 
cover of the October issue of the 
“Franklin Field” is a ballot box with a 
slot in which js inserted a special ballot 


which will be returned to President 
Becker by each individual representa- 
tive, pledging his expected volume for 
the drive. 

The individual having the greatest 
volume of personal business will win 
the post of vice president, the runner-up 
will win the post of secretary of state, 
while the nine remaining cabinet posts 
will go to the representatives who exceed 
their quota by the highest percentages. 
Those who exceed their quotas by 50% 
or more will be be elected senators, and 
those exceeding their quotas by less 
than 50% will be elected congressmen. 
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SCHWEMM SUMS UP SITUATION NOW 





PITTSBURGH—Successful life in- 
surance selling involves three phases of 


operation: a proper philosophy of sell- 
ing, sales ideas and ability to think 
straight, Earl M. Schwemm, Chicago 


manager of Great-West Life, told the 
Pittsburgh Life Underwriters Associa- 
tion. Life insurance is economically and 
actuarily sound. It is merchandise that 
does things which no other product can 
do. He stressed it is free from inherit- 
ance taxes and claims of creditors. 
Properly sold, it is of more value to 
the buyer than the commission is to the 
seller. Economic and world conditions 
change, but the problems of life do not, 
and it is the job of life insurance to solve 
the problems of life, he continued. 


Agent Must Sell Consistently 


necessary for 
good prospects, 
good presentation 


Consistent selling is 
success, and requires 
good working habits, 
and good ideas. 

He gave these Don’ts: Don’t sell poli- 
cies, don’t talk premiums, don’t talk 
about net costs. Instead, sell the des- 
tination, the end result which the in- 
surance will accomplish. Sell two- 
purpose contracts. Point out to the 
prospect the need that he has at death 
and the way the policy will cover it as 
well as the retirement values to the man 
himself, 


Quantity rather than quality opera- 
tion is the soliciting method that should 
be used today. See a lot of people, sell 
a lot of policies, get the cash in quick. 

Agents, Mr. Schwemm believes, must 


anticipate changing conditions and 
trends. For example, juvenile sales have 
increased 43% in the last two years; 
woman sales have increased 50% same 
period, sales to the age group 18-25 
have risen 55%, and sales to men mak- 
ing $5,000 a year and more have in- 
creased 200%. 


Should Act as “Interpreter” 


A successful insurance agent must be 
able to interpret outside influences to his 
prospect. High taxes and low interest 
rates in themselves are meaningless to 
the prospect unless the agent can inter- 
pret how they will affect his future and 
make life insurance more valuable to 
him. 

This should be a time of greatness for 
all life insurance men and women, Mr. 
Schwemm concluded. There is no rea- 
son why they should not be doing a 
great deal of business, because most 
people are working and making money, 
and competition from commodities now 
restricted due to war is less keen. 


New Selection Group Members 

The Institute of Home Office Under- 
writers has the following new members: 
American Hospital & Life, San An- 
tonio; Home State Life, Oklahoma City, 
and Great National Life of Dallas. 





The Pittsburgh Regional Round Table 
of Women in Life Insurance honored two 
of its members, Esther Horvitz and 
Annarae Weiss, who qualified for the 
Women’s Quarter Million Dollar Round 
Table. 
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THE MUTUAL BENEFIT PRESENTS 


Our -Newest C. L. U.’s 


Vera M. Snyder of Des Moines 


Albert I. Stix, Jr. of St. Louis 


To them our warm commendation and ‘best wishes 


‘ for continued success—We are proud of our C.L.U.’s 


The Mutual Benefit 


INSURANCE COMPANY 


Newark, New Jersey 








Philadelphia Paper Sees 2 
Grave S.E.U.A. Case Issues 


The Philadelphia “Inquirer” recently 
had an editorial prompted by the Su- 
preme Court refusal to review the 
S.E.U.A. decision. That refusal, ac- 
cording to the editorial, accentuates two 
issues of the gravest importance, one 
being the assumption of authority by a 
minority of the entire court to decide a 
constitutional question involving the 
commerce clause, thus upsetting the 
precedent of 110 years. The other issue 
is the broadening of the way for federal 
invasion of fields hitherto reserved for 
the states. 

The “Inquirer” points out that the at- 
torneys general of 42 states petitioned 
the court for a rehearing and thus this 
was no mere sectional matter, affecting 
the interests of some special groups of 
states. These highest law officials, ac- 
cording to the “Inquirer” share the ap- 
prehensions of Chief Justice Stone and 
Justice Jackson under the S.E.U.A. de- 
cision state regulation of insurance 
which has served so well throughout the 
years would eventually be superseded by 
control from Washington. 

According to the “Inquirer” the 67 
million holders of life insurance policies 
have a stake in prompt action by Con- 
gress'to end the menace of federal con- 
trol from an activity which properly be- 
longs to the state. 


New Group Rules Proposed 
by Michigan Department 


(CONTINUED FROM PAGE 3) 


other policyholder’s part of the cost for 
the ensuing year or of “continuing sub- 
stantially identical coverage” with an- 
other insurer but ‘only to the extent of 
the policyholder’s previous contribu- 
tions” as defined in other subdivisions 
of this rule. 

The policyholder’s reimbursement from 
dividends or adjustments would be lim- 
ited to his “aggregate balance of unre- 
covered contributions to premium during 
the preceding three years.” The policy- 
holder would be required to use “any 
balance or excess” for the benefit of the 
certificate holders as a class, interpreted 
by the department in a restrictive sense 
“and not so as to justify settlement by 
the policyholder through installation of 
facilities, delivery of merchandise or 
services, or other indirection confusing 
the issue.” Several specifically permis- 
sible uses are: payment of part of the 
certificate holder’s contributions on “sub- 
sequent similar group insurance”; appli- 
cation to premium payments on some 
other form of group cover; distribution 
to current certificate holders in cash, or 
“any other use agreed upon by a ma- 
jority of the certificate holders” covered 
when the dividend became available. This 
rule should not be construed as requiring 
an accounting by the policyholder “to or 
for certificate holders, ” particularly those 
leaving the group, “nor to require any 
insurer to verify distribution of divi- 
dends or retroactive premium adjust- 
ments.” The insurer’s liability would be 
fully discharged by payment to the pol- 
icyholder of amounts due under the con- 
tract terms. The regulation may be 
modified in individual cases. 


Various Practices Forbidden 


Offers of benefits not included within 
the coverage would be prohibited in all 
negotiations for placing of group con- 
tracts. Plans to conceal identity of the 
insurer or confuse the insurance benefits 
with other claimed advantages would not 
be countenanced. The insurer would not 
be allowed to organize or finance em- 
ployes’ clubs or other similar organiza- 
tions as an inducement to forming or 
enlarging the groun. Fraternal benefit 
societies’ normal activities would not be 
barred bv these restrictions. 

In combined group contracts covering 
several classes. of hazards, the insurer 
providing each benefit be clearly identi- 
fied and “the description of insurance 
benefits shall not be commingled or con- 
fused.” 

Mr. Thompson and Commissioner 
Forbes indicated that the proposed rules 
are chieflv designed to bring about uni- 
formitv of practice in the group field and 
to eliminate unfair competitive methods. 





Life Conventions 


ov. 2-4, Institute of Home Office Un- 
derwriters, Chicago, Edgewater Beach 
Hotel. 
Nov. 14-16, Actuarial Club of the Pacific, 
San Francisco, Metropolitan Life building. 
Nov. 30. Institute of Life Insurance, 
New York City, Waldorf-Astoria Hotel. 





_New York, a week ago, 


NSLin Force . 
Now $124 Billion 


National Service Life policies num- 
bering 87,000, with face value of $729 
million, purchased by armed services’ 
members, matured to Oct. 1, on account 
of death of the insured, a report by Vet- 
erans Administrator Hines shows. Bene- 
ficiaries of these insured are receiving 
monthly cash benefits, ing amounted 
to over $46 million to ‘July 

The report showed 16, speane NSL 
applications received, total face value 
$124 billion, ‘almost equal to the face 
value of all outstanding policies in pri- 


vate or mutual life insurance compa- 
nies.” ; 
Citing 271,000 veterans of World War 


II receiving ‘disability pensions, and pen- 
sions to dependents of 38,000 men 
killed in the war, Hines said more in- 
surance cases are allowed than death 
pensions because a large number of 
service men are unmarried, with par- 
ents working. 


Report on Disabilities 


Hines’ report further shows as of Oct. 
1: 104,000 World War II veterans have 
been hospitalized in veterans’ hospitals, 
89,000 of whom have been discharged 
therefrom; 184,000 veterans have been 
disabled, from ‘whom only 34,000 appli- 
cations have been received for voca- 
tional rehabilitation designed to over- 
come handicaps; 5,855 such veterans, vo- 
cationally handicapped, are taking re- 
habilitation courses; 12,000 applicants 
for training under the GI bill were de- 
clared eligible; 6,400 veterans were re- 
ceiving readjustnient allowances _ be- 
cause of unemployment; more than 90% 
of claims for disability pension have 
been adjudicated, more than 100,000 such 
claims from present war veterans havy- 
ing been adjudicated by nine VA offices 
established last spring. 


F. J. O’Brien Takes “Ad” 
Agency Post in Chicago 


Francis J. O'Brien, director of sales 
promotion for Franklin Life for the past 
414 years, has announced his resigna- 
tion. He has accepted a position with 
the Roche, Williams & Cleary Adver- 
tising Agency of Chicago. 

Associated with financial advertising 
for the past 10 years, Mr. O’Brien since 
his connection with Franklin Life has 
attained recognition in the field of insur- 
ance promotion and has consistently 
won the national award of excellence 
offered by the Life Insurance Adver- 
tisers Association for the company 
magazine “The Franklin Field.” At the 
most recent Life Advertisers meeting in 
his sales and 
promotion material won the award of 
excellence in all three entries. He is a 
member of the L.A,A. executive com- 
mittee and has just been elected to serve 
a second term as editor of the “Life 
Advertiser.” 

Mr. O’Brien’s wife and children will 
remain in Springfield until the end of 
the current school semester. 

Prior to his connection with Frank- 
lin Life Mr. O’Brien was with Fidelity 
Investment Association. 
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Wartime Selling Methods 
Are Told in Chicago 


(CONTINUED FROM PAGE 2) 


Edward L. Carter of the Marotte dis- 

trict agency of John Hancock in Chi- 
cago presented a number of requisites 
in the business that were impressed 
upon him when he entered the business 
three years ago. First is to work hard 
and make a definite number of solici- 
tations each day; second, to study the 
business and take it seriously; third, to 
create good will in his assigned terri- 
ory. 
, Rotting takes the place of hard work. 
It is necessary to make a definite num- 
ber of solicitations each day. These 
calls create interviews; interviews create 
prospects, and prospects create sales. 
Mr. Carter believes in the law of aver- 
age. hen conditions become difficult 
he knows if he will make enough calls 
he can be sure of the results. 


Deems Education Essential 

“Any agent who intends to make this 
business his life work should obtain all 
the training possible, t-.ause knowl- 
edge is power,” Mr. Carter said. “With 
knowledge one commands an added 
amount of respect and attention from 
his prospects. A policyholder is more 
willing to send an agent who is well 
versed in the business to a friend.” 

“The habits which I have mentioned 
will not alone produce a growing busi- 
ness for an agent. He must also create 
good will among the people he contacts 





and those with whom he has already . 


transacted business.” A large portion 
of his business has been written from 
reference calls. Some ace centers of in- 
fluence who are old policyholders of the 
company have not yet purchased any 
insurance from him yet his reservoir of 
prospects is constantly growing by 
reference calls received from such peo- 


ple. 

Mr. Carter recently sold three large 
group cases through following these 
principles. The leads were secured on 
his debit. One was for $280,000 on a 
war industry. A few months ago he 
closed a $960,000 group case.and in 
August another for $500,000. 

Hobbs, National association 
secretary, showed the importance of 
having a strong close bond between lo- 
cal, state and National life underwriters 
associations. He also gave a few sales 
ideas, noting the need of protection for 
young fathers and income for older 
people. 


President Moynahan Speaks 


What defense has the partnership of 
life insurance companies, agents and 
policyholders “against the development 
of predatory attacks which will strike 
at the heart of this great American in- 
stitution?” J. D. Moynahan, Metropoli- 
tan manager of Chicago and president 
Chicago association, propounded. The 
Institute of Life Insurance, and the 
Life Insurance Association and Ameri- 
can Life Convention are the framework 
for this defense, he said. The National 
Association of Life Underwriters is the 
instrument for the development and 
protection of professional life agents. 
“In unity there is strength,” he said, but 
the opposed idea employed by Hitler is 
“Divide and conquer.” 

The huge concentration of the peo- 
ple’s money held in life insurance funds 
is very attractive to a group which sees 
in it great power. Then there are those 
who feel the agents are an unnecessary 
evil and are parasites, Mr. Moynahan 
said. He emphasized that strong local 
associations mean a strong National as- 
sociation. 


Woodson Talks of Inward Power 


Inward power is the difference be- 
tween agents who achieve success and 
those who do not, B. N. Woodson, vice- 
President Commonwealth Life and for- 
mer assistant manager Sales Research 
Bureau, declared in “A Philosophy of 
Achievement.” The inward power can 
be seen and sensed; it is a personal and 
even a spiritual strength, a strength of 


character and of purpose, a point of 
view and a personal philosophy. “The 
man of achievement has a strong, posi- 
tive, dominant philosophy toward life.” 

Such a man is a good citizen, is co- 
operative in his business life. He has 
emotional and spiritual tranquilitv. No 
man, Mr. Woodson said, can hope to 
utilize his capacities to the full without 
a reasonable measure of spiritual tran- 
quility. 

The man of achievement believes in 
self-discipline; he disciplines his body, 
his mind and his work habits. He has 


learned the art of doing lies in begin- 
ning. He believes he must pay full- 
price for what he wants, and that every 
man, when he understands, gladly will 
Luy what he needs and can pay for. 





To Continue as Eckert & Peterson 


Following the death of Walter H. Eck- 
ert of the Chicago insurance law firm of 
Eckert & Peterson, Abe R. Peterson, 
Tom Leeming, William U. Bardwell, 
Owen Rall, Henry P. C. W. Barber, 
Walter W. Ross, Jr., and Tim G. Lowry 


have formed a partnership and will con- 
tinue the firm under the name of Eckert 
& Peterson. Mr. Lowry has just been 
detached from duty as a lieutenant in 
the th. So N. &: 





Sam S. Herwitz, Cincinnati, led Mu- 
tual Life in new business during Sep- 
tember, O. N. Robertson, Santa Ana, 
Cal., was second, and E. A. Rossmann, 
Baltimore, third. A. C. Hottenstein, Mil- 
ton, Pa., led in number of paid applica- 
tions. 








is 


so much as changed farmer, diversified farming . . . Ten years 





@ $13.60 per cwt. . . . $27 per acre from 20 acres of fast-growing 


aS 3 








FK, with 160 Iowa acres, earned less than $450 in °33 or ’34, 


paid $600 income tax in 1943 . .. War Boom and parity prices? Not 


ago, FK raised corn, fed range cattle—had ONE cash crop, beef 
cattle—made or lost money at stockyards prices... THIS YEAR, he 
produces . . . an average of 6 doz. eggs dfily @ 30¢, and 8 lbs. of 
butterfat @ 53c—$6.04 cash income per day from only two items. . . 


250 broilers @ goc lb., 12 two-months calves for $180, hogs, 2 tons 








flax sown with alfalfa . . . 20 acres of soybeans worth $800 . . . 


100 acres in corn, yielding 7,000 bushels plus, half to be sold at 


$1.0214 per bu. . . . truck patch for his table and 600 qts. of 


vegetables to can, beef and pork for his own deep freeze locker . . . 
So many cash crops brings this year’s income above $8,000. 
Expenses, overhead, taxes run under $3,700. . . leaving $4,300 for 


improvements, equipment, saving, spending! . . . How many 





high-bracket urban families are as well off, as good prospects? . . . With the 


best land, largest investmertt per farm in the U.S., incomes 


increased and protected by diversified crops, modern methods and 


machinery—the subscribers of SuccessFuL FARMING in the thirteen 


Heart states, New York and Pennsylvania are the best “‘class”’ 


market in the world today . . . SuccEssFuL FARMING serves 42% of 


them—as technical advisor, laboratory intelligence, business counsel, 


Washington reporter, buying guide, confidant and friend . . . 


has earned its status as the highest-ranking medium to the 


best insurance prospect field in the country . . . and well worth 


the serious consideration of every progressive underwriter 


. .. Skeptical? Ask any of our offices for supporting—and 


surprising—data! SuccessruL FARMING, Des Moines, 


New York, Chicago, Atlanta, San Francisco, Los Angeles. 
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T. L. Barnes F. E. Kramer E. W. Millholland I. M. Turner 


Guy Chiesman 

G. C. Hill 

L. A. Wood 

A. G. Hansen 

H. E. Rampmeier 
Blake Seidel 

C. T. Mitchell 


=—— 





ana \ | 


Zo OHIO | 





























Tue names listed on these pages are | Be 
leaders for our Honor Clubs year 1943- | wri 
1944. We are proud of each and every one pre 
and happy to introduce them to you and to |Th 
the people in their respective communities. | Qu 


LEADERS CLUB 


BUILDERS CLUB 


D. J. Schiltz S. C. Baber P. G. Davis 
E. W. Ruehle A.S. Brennan © Moritz Aabel 
W. W. Bassett C. J. Klitgaard N. J. Nathanson 
T. J. Miller C. F. Marsh Henry Royer 
W. S. Phelps C. A. Whelan H. C. Brogan 
W. A. Dopke Wm. Polangin J. W. Millholland 
G. S. Ross T. W. Eason T. W. Strange 
E. R. Tonkel 


“Tt gives me great pleasure to congratulate the 1944 
members of our Honor Clubs for attaining—or main- ‘i 
taining—membership in these various divisions. The 

new names among the group are a happy addition, and 
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) NATIONAL WINNERS 





e |Because of their achievement in life under- 
- |writing and civic leadership they have added 
e | prestige to our business and to our Company. 


They helped build The Ohio National to a 


3. | Quarter Billion Dollar organization. 





oO 


QUARTER MILLION DOLLAR CLUB 


V. E. Rouse R. G. Nixon H. G. Polasky W. H. Brokaw 
C. H. Kahn N. J. Tschantz George ‘Wade E. Helmkamp 
Don D. Brown L. E. Harris F. J. Durgin P. W. Mayfield 
R. J. Grumbine G. W. Weitzel Dennis Organ J. T. Simpson 


O. E. Shacklett 
CENTURY MILESTONE 


E. E. Salisbury F. T. Martinez T. R. Pearson O. C. Norton 
W. M. Straw R. C. Lieber L. B. Bigler, Jr. Barnet Sakulsky 
W. H. Burge S. S. Bliss H. R. Hand B. A. Kay 

R. H. Liskey Logan Powell C. T. Fritz R. E. Lyons 

C. W. Tompkins RR. H. Perry V. G. Leyrer Cliff Morse 
Clyde Hines A. J. Ullman L. R. Jackson C. E. Schmidt 
D.C. Boyer . J. K. Eby H. D. McMillen. W.H. Gilmore 


the names of the old stand-bys who have been persist- 
ently doing an outstanding job for many years always 


give renewed inspiration to all of us.” 
Rusty H. Moore, President ONLI Honor Clubs. 
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EDITORIAL 


COMMENT 





Financing for Smaller Concerns 


The study just released by the Se- 
curities & Exchange Commission show- 
ing the high cost which smaller cor- 
porations face in marketing their stock 
seems to tie in with the keen interest 
which the SEC investigators demon- 
strated at the Temporary National Eco- 
nomic Committee hearings on life in- 
surance in getting life companies to go 
into the purchase of common. stocks 
more than they do at present. These 
arguments made quite a strong im- 
pression on Senator O’Mahoney, TNEC 
chairman, who commented on the con- 
trast between the ease with which a 
large solvent corporation can get 
financing and the difficulty that the 
small business man has in getting the 
needed financial backing. 

The SEC study just released shows 
that many small companies in attempt- 
ing to raise capital through stock sales 
have had, on the average, to sell a 
dollar’s worth of stock to get a net 
return of 80 cents. The study covered 
concerns having assets of less than $5 
million. A study made by the SEC 
in 1941 shows that companies with 
assets exceeding $200 million were able 
to market new securities at a_ total 
average cost of 3.3 cents on the dollar 
while companies having assets of $100 
million to $200 million had an average 
cost of 3.4 cents. 

Theoretically, the fact that these 
smaller concerns have to pay the vari- 
ous intermediaries so large a percent- 
age for bringing about the necessary 
financing seems like a good argument 
for the more general use of life insur- 
ance funds for this purpose. It might 
be supposed that a life company, by 
taking an entire issue of a concern’s 
stock, could make a better deal both 


for the issuers and for itself as the 
purchaser than where a small issue 
has to be underwritten, split up and 
aggressively sold to a public which is 
not in a position to know much about 
the corporation. 

Unfortunately, if life companies and 
supervisory officials were to let down 
the bars and go in for common stock 
investments in a large way the compa- 
nies probably would not go in for the 
stock of small concerns, even though 
the financing of such concerns by bond 
issues or mortgages might be a sound 
investment. It is a general rule that 
the conservative investor wants the 
people who are engaging in the new 
enterprise to put up a_ considerable 
share of their own money with the 
understanding that they will get the 
big share of the profits. The investing 
institution has a preference for the more 
conservative investment at the lower 
return. 

One difficulty that has been pointed 
out by experienced investment men in 
connection with the greater purchase 
of common stocks by life companies 
is that it requires not only experience 
and intelligence but a certain type of 
temperament to invest successfully in 
common stocks. There is need for 
speed, quick decisions, willingness to 
take a loss now in order to make a 
profit later on. Investing in bonds and 
mortgages, on the other hand, accord- 
ing to these investment experts, calls 
for the utmost care in making the orig- 
inal purchase and then sufficient faith 
to hang on through thick and_ thin 
unless there is definite evidence that 
the particular investment is going sour 
and cannot reasonably be expected to 
come back. 


View of a Newcomer 


Insurance men were much _inter- 
ested in the observations of Superin- 
tendent R. E. Dineen of the New York 
insurance department in the hearing on 
the Bailey-Van Nuys insurance states 
rights bill before the Senate judiciary 
committee because Mr. Dineen has not 
been so long in office where he might 
get “prejudiced,” “contaminated by,” or 
“unduly friendly” to insurance. He still 
has an outside view but he has been in 
the department long enough to get a 
glimpse of the business and see how 
the wheels go around. 

Mr. Dineen at the hearing declared 
that he spoke for the public, the pre- 


mium payers, who seemingly had not 
had a voice in the controversy. He de- 
clared that the people at large had a 
stake in what would happen to 
them if the United States Supreme 
Court were to declare insurance com- 
merce and the state supervision plan be 
destroyed or strangled. He said that the 
state department system has worked re- 
markably well, it has looked after the 
interest of the people conscientiously 
and therefore he ventured the opinion 
that it should not be torn asunder. 

In connection with his testimony 
Superintendent Dineen said that strict 
application of federal anti-trust laws to 


insurance can bring about unrestricted 
competition and would be the “most 
effective way to drive the small insur- 
ance companies out of business.” He 


took a view ahead and has had enough 
experience already in the department to 
see that unrestricted competition would 
do great harm to policy owners. 








PERSONAL SIDE OF THE BUSINESS 





Hilton M. Schuh, superintendent of 
Prudential in Minneapolis, has com- 
pleted 25 years with that company. He 
started in Milwaukee and was made su- 
perintendent in Minneapolis in 1931. 

A. R. Hustad, Minneapolis and St. 
Paul manager of the White & Odell 
agency of Northwestern National Life, 
was reelected for a three year term as a 
director of the Minneapolis Civic & 
Commerce Association. 


C. R. Golly, former agency manager 
of Equitable Society in Peoria, Ill., who 
retired recently, was named national 
treasurer of the American War Dads 
at the annual meeting in Omaha. 

Denver Wharton, Cresson, Pa., is cel- 
ebrating his 30th anniversary with the 
Woods Agency of Equitable Society in 
Pittsburgh. He has written more than 
$6,500,000 insurance on 1,700 lives. Mr. 
Wharton is a charter member of the 
$100,000 round table of the Woods 
agency and has qualified three times for 
the $150,000 club, three times for the 
$200,000 club, nine times for the $250,000 
club and once for the $350,000 club. He 
is a director of the Pennsylvania Asso- 
ciation of Life Underwriters and is a 
regional war bond drive chairman. 

E. A. Roberts, president of Fidelity 
Mutual Life, who is president of Na- 
tional Community Chests & Councils, 
Inc., addressed volunteer workers, en- 
rolled for service in the Community 
Chest appeal of Birmingham, Ala. 

Mrs. Virginia Lackey Kernes, daugh- 
ter of Maj. W. Herndon Lackey, former 
special agent of Massachusetts Mutual 
Life in Oklahoma City, was married to 
Bruce Cruickshank, Honolulu, superin- 
tendent of the life insurance division of 
the Home of Hawaii. 

Two prominent Oklahoma life insur- 
ance families were united when iss 
Jane Van Cleef, daughter of C. Edgar 
Van Cleef, general agent of National 
Life of Vermont, became the bride of 
Lt. George S. Corbyn, son of Marma- 
duke Corbyn, general agent of Ameri- 
can Mutual Life, formerly associated 
with his father. He is stationed at 
Fort Riley, Kan. 

L. C. Mersfelder, Oklahoma state 
manager of Kansas City Life, has been 
elected lieutenant-governor of Kiwanis 
for the Texas-Oklahoma district. 


John B. Cary, one of the leading pro- 
ducers of Northwestern Mutual in 
Richmond, Va., 
dinner-meeting there of the Society of 
the Cincinnati in Virginia. 

James E. Hoskins, assistant actuary 
of Travelers, has been named by Gov- 
ernor Baldwin to the state employes re- 
tirement commission to fill the vacancy 
caused by the death of Benedict D. 
Flynn, Travelers vice-president. John 
R. Larus, vice-president and actuary of 
Phoenix Mutual, was named to take Mr. 
Flynn’s place on the pension commis- 
sion of the city of Hartford. 


Robert A. Davies, president of the San 
Francisco Quarter Million Dollar 


presided at the annual 


Round Table and a consistent leading 
producer of New York Life in San 
Francisco, is the father of a second son, 
James Carleton Davies. 

Commissioner Erickson of North Da- 
kota underwent an emergency operation 
at a hospital in Bismarck for removal 
of a ruptured appendix and gall bladder. 


DEATHS 


Farmers National Life 
Organizer Is Dead 


John M. Stahl, 84, founder and presi- 
dent of Farmers National Life of Chi- 
cago, which was taken over by Ameri- 
can Reserve Life of Kansas City and 
it in turn by Occidental Life of Los An- 
geles, died at a nursing home at Ashe- 
ville, N. C., after several months ill- 
ness. 
was eminent in a number of ways. He 
was an author and lecturer on agricul- 
ture and economics and was called the 
“Father of Rural Free Delivery.” He 
first proposed the establishment of a 
rural free delivery service in 1879 and 
was a strong advocate of the establish- 
ment of the parcel post plan. He de- 
clined cabinet appointments proferred 
by Presidents Benjamin Harrison and 
Woodrow Wilson. 


Early Start as a Writer 


He had been a writer since he was 
14 years of age. He became one of the 
editors of the “Ohio Farmer” when he 
was 18 years old. From 1881 to 1926 
he was editor of the “Illinois Farmer 
& Farmer’s Call,” becoming proprietor 
in 1883. 

He established —_— National Life 
in 1913. He lectured at farmers meet- 
ings, Chautauqua assemblies and other 
gatherings. He served as assistant sec- 
retary, secretary, legislative agent and 
president of the Farmers National Con- 
gress. In 1899 he was a member of the 
Conference of Trusts of the Chicago 
Civic Federation. 


Advocate of Good Roads 


He was an early advocate of good 
roads. In 1913 he was made secretary 
of the National Convention for Uniform 
State Legislation. He was the organizer 
of the National Civic Federation and a 
member of the executive committee. He 
was the author of “The Real Farmer,” 
“Just, Stories, ” “The Battle of Platts- 











burg,” “Invasion of the City of Wash- 
ington,” “Battle of New Orleans,” and 
“Growing With the West.” He was a 


former president of the Drama League 
of America, the Society of Midland 
Authors and the Allied Arts Associa- 
tion. He was a member of a number 
of cultural and literary organizations 
aside from those mentioned. 

J. C. Prall, 70, agent of Northwestern 
National Life at Ames, Ia., died at the 
University of Iowa hospital at Iowa 
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City. In addition to his insurance work 
he was at one time secretary of the 
y, M. C. A. at Iowa State College and 
coached track teams of the school. 


Junius Y. Webb, 82, Texas manager 
of Lamar Life since 1924, died at a 
Dallas hospital. He entered life insur- 
ance with New York Life, shortly after 
buying a $5,000 policy. He went to 
Texas as state manager of Franklin 
Life, with headquarters in Dallas, when 
that company entered Texas. He was 
with Franklin for 15 years, the last two 
as assistant superintendent of agents. 
When he left that company, he returned 
to Texas in another field of business, 
but reentered life insurance in 1924 
when he opened up the state for Lamar 
Life. 

Walter E. Rigg, 53, Milwaukee man- 
ager of Mutual Life for five years, died 
in Chicago where he had gone to attend 
a meeting of company managers. Born 
in Mt. Carmel, Ill, Mr. Rigg was with 
Mutual Life 28 years, having started as 
district manager at Springfield, Il; He 
was agency organizer for Gifford T. 
Vermillion in Milwaukee 1926-1928, and 
then became manager in Omaha. He re- 
turned to Milwaukee as agency manager 
late in 1939 when Mr. Vermillion went 
to Chicago. Mr. Rigg was a past presi- 
dent of the Milwaukee Life Managers & 
General Agents Association. 


Frank R. Maffei, for 17 years with the 


‘Pittsburgh agency of Ohio State Life, 


died in Veterans Hospital at Aspinwall, 
Pa. He had a record of an application a 
week for 13 years until illness forced 
him to retire. He was a veteran of the 
first world war. 

Dr. Charles L. Christiernin, medical 
director of Metropolitan Life, who died 
at his camp in the Adirondacks, was one 
of the first company medical men to 
recommend and adopt use of the electro- 
cardiogram in underwriting. He died 
only a week after his 35th anniversary 
with the company. Dr. Christiernin 
started as a medical examiner in Boston, 
joining the home office medical staff in 
1911. He became assistant medical di- 
rector in 1916 and medical director in 
full charge of the medical work in 1935. 

Metropolitan was one of the first com- 
panies to institute a plan giving each 
employe an annual medical examination. 
The program began in 1906 and came 
to complete fruition in 1914 with the 
active interest of Dr. Christiernin, who 
Was a prime factor in development of 
many measures taken by the company 
for the continued betterment of employe 
working conditions. One of these was 
the establishment of sanitariums for the 
benefit of ill employes. He became a 
close friend and confidant of hundreds 
of members of the office and field forces. 
His door always was open and his per- 
sonal interest and friendliness caused 
many to go to him for advice on prob- 
lems other than medical matters. 

Dr. Christiernin had great vision yet 
Was essentially practical. He developed 
and instituted the use of a_ standard 
guide for underwriting practice. At his 
instigation, in 1928 the fluoroscope was 
used by Metropolitan probably for the 
first time in the selection of risks. He 
was most recently engaged in a joint 
undertaking with the welfare department 
to work out a method of treatment for 
returning veterans, making it easy for 
them to readjust themselves to civilian 
life. 

Harvey W. Corbin, 72, senior auditor 
for 29 years of Connecticut Mutual Life, 
died at Hartford hospital after a brief 
illness. 

Joseph H. Hope, 50, who retired as 
branch secretary of Sun Life of Canada 
in Kansas City last April owing to 
a heart ailment, died there after a long 
illness. He went to Kansas City 15 years 
ago, 

Harry F. Berls, an Equitable Society 
veteran of 36 years’ service until his 
retirement 10 years ago, died at his 
home in Hollywood, Cal., after an ill- 
ness of about a year. He had been in 
Presbyterian hospital, Chicago, for 
treatment until recently. Mr. Berls was 
born in Chicago, became associated with 


Equitable Society as a clerk at the home 
office in 1908 and for many years was a 
traveling auditor. He was transferred to 
Chicago in 1921 as resident supervisor 
of agencies, which was the leading post 
in the Chicago area. Mr. Berls became 
agency manager at Chicago in 1928, tak- 
ing over the agency of Alexander E. 
Patterson when the latter went with 
Penn Mutual. Mr. Berls was about 60 
years of age. In the last 10 years he 
has maintained an interest in a broker- 
age firm in the Board of Trade at Chi- 
cago but has spent most of his time in 
California. 

Paul F. Clark, Jr., son of Vice-presi- 
dent Paul F. Clark of John Hancock 
Mutual Life, was killed in action in 
Italy Oct. 6. He graduated from St. 
Paul’s School at Concord, N. H., and 
then enrolled at Harvard, but left to 
enter service in February, 1943. 

Dr. Marcellus Reeves, 81, for many 
years associated with the medical de- 
partment of John Hancock Mutual Life, 
died at his home in Boston. He was 
born in Boston and graduated from 
Harvard medical school in 1890. 


COMPANIES 


N. W. Mutual Service 
Death Claims Less 
Than 3% of Total 


MILWAUKEE—Northwestern Mu- 
tual policyholders who have died in 
military service or as the result of mili- 
tary action and those who have been 
reported missing in action since the out- 
break of the present war, now total 
1,374, with an aggregate amount of $4,- 
776,900 of insurance. “While death 
losses under policies owned by men in 
the armed services are a_ substantial 
amount,” President M. J. Cleary ex- 
plained at the trustees’ quarterly meet- 
ing, “they represent less than 3% of 
the total death claims paid since pay- 
ment of our first claim resulting from 
the second world war. Naturally, more 
and possibly increased death claims 
from this source will accrue, but it is 
quite apparent that they will not 
sharply fluctuate our mortality percent- 
age.” 

During the first nine months, North- 
western Mutual Life invested in excess 
of $238,000,000 in bonds of various 
classes, of which in excess of $166,000,- 
000 were invested in government securi- 
ties. Assets have reached a new high 
of $1,707,360,000, as of Sept. 30, an in- 
crease of $107,640,000 since a year ago. 
Insurance in force increased $178,930,- 
500 to a new high of $4,391,978,000 on 
1,155,500 policies. 


Gain in Values 











Assets of Northwestern Mutual in- 
clude bonds with an admitted asset 
value of $1,320,529,000, a gain of $174,- 
432,000; mortgage loans of $223,249,- 
600; real estate, home office property 
and land contracts totaling $24,049,200; 
policy loans, $83,959,400, and cash to- 
taling $23,657,000. 

“During the past two years,” Mr. 
Cleary said, “our finance committee has 
pursued a policy of disposing of bonds, 
largely rails, not now regarded as suit- 
able for permanent investment. All 
bonds ineligible to amortization because 
of defaults or otherwise, except a very 
limited number of issues, have been dis- 
posed of. The sale price of these bonds 
represents a very substantial recovery 
over the price to which they have been 
written down. 


Sales Ahead 23% 


“Following the trend of last year 
when real estate acquired under mort- 
gage loans was reduced to a very mod- 
est amount compared with the totals 
during the preceding years, both farm 
and city real estate holdings have been 
very substantially reduced this year. 
Here again,” he said, “the sales price 
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OF AVERAGE 
PROSPECTS 


For the prospect who needs 
extra protection while his 
children are growing—who 
expects to retire at 65—who 
will need some protection after 
retirement when his income is 
reduced. 


In other words, for thous- 
ands of average prospects the 
answer is our 


Double Protection to 65 


For example, $6,000 of life 
insurance until 65. After 65, 
$3,000 of paid-up life insur- 
ance. 
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a life insurance company distinguished by 


Since 


the character and ability of the men and 
women comprising its field organization... 


and by the integrity of its management. 
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THESE MEN “GOT A ZERO” 
—But What a Zero! 


It is generally agreed that the first and second year in the life of a life insurance 
policy are the “critical years.” 

The INDIANAPOLIS LIFE INSURANCE COMPANY congratulates the follow- 
ing men whose lapse ratio for the first six months of 1944, on business paid for 
in 1943, was “O” PER CENT. We also congratulate a host of others who, like- 
wise, had phenomenally low lapse ratios. 


Indianapolis Life men are carefully trained career underwriters with high aver- 
age earnings today and security for tomorrow. 
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Inpranapouts Lire Insurance Company 


Indianapolis 7, Indiana 


A Legal Reserve Mutual Company organized in 1905 
QUALITY, SERVICE, SAFETY 
General agencies available in Davenport, Iowa; Rockford, Illinois; Austin, 
Texas, and a few other choice territories in Indiana, Illinois, Texas, Ohio, 
Minnesota, Michigan and Iowa. 
EDWARD B. RAUB 
President 


A. H. KAHLER 
2nd Vice-President 
Supt. of Agencies 











represents a recovery of a very large 
percentage of the write-downs formerly 
taken on these asset items.” 

During the third quarter, Northwest- 
ern Mutual sales were 23% ahead. Vol- 
untary termination by policyholders was 
at the lowest level ever experienced. 
New paid-for business in the first nine 
months totaled $197,602,000. There also 
were $13,766,000 in revivals and addi- 
tions, and $2,085,000 in life annuities. 

Total income was $192,625,600, and 
included $117,081,000 in premiums and 
$45,871,800 in interest and rents. 

Disbursements of $120,766,000  in- 
cluded taxes of $4,368,400; dividends of 
$25,537,000 to policyholders, and $37,- 
932,800 paid on 9,484 death claims. Pol- 
icyholders and beneficiaries were paid a 
total of $77,355,500, with an additional 
$15,216,700 going to beneficiaries under 
installment settlement plans. 





Provident Mutual 
Sept. 30 Report 


Ledger assets of Provident Mutual 
Life increased to $457,662,000 as of 
Sept. 30. This is a gain of $6,924,000 
during the third quarter, and compares 
with $429,679,000 on Sept. 30, 1943. 
Government bonds aggregate $154,474,- 
000 or approximately one-third of total 
assets. 

Insurance in force reached $1,083,508,- 
000, an increase of $5,684,000 for the 
quarter. Net voluntary terminations 
during this third quarter total only $2,- 
757,000, another new record for like 
period. 

New paid-for life insurance for the 
three months was $12,857,000, against 
$13,334,000 for the corresponding period 
of 1943. 


Examination Report on 
Marquette Life, Chicago 


The Illinois department has released 
its examination of Marquette Life of 
Chicago, an assessment legal reserve 
company, as of Dec. 31. The assets 
were $60,742, surplus $15,506, guarantee 
fund certificates outstanding $22,250. 
Its investment in bonds and mortgages, 
real estate and cash represents 46.31%, 
4.71%, 1.05% and 32.98% respectively. 
The examiners say there is a diversified 
list of principally medium grade securi- 
ties. A highly liquid position is main- 
tained, the report says. 

It operates only in Illinois and writes 
life, accident and health insurance. The 
life premiums last year were $17,901, to- 
tal life income $24,804, total income cas- 
ualty department $7,758. The total dis- 
bursements were $22,465. Its life in- 
surance in force is $667,571, its mortal- 
ity ratio 33.33%, average interest 4.2%. 
The assets of its accident and health de- 
partment are $1,967. 

John MacArthur is the main factor in 
the company. 


Kentucky Central L. & A. 


Plans 25°/, Capital Increase 


Directors of Kentucky Central Life & 
Accident have recommended a 25% 
stock dividend, which would increase its 
capital from $400,000 to $500,000. Two- 
thirds of the stock must approve the 
dividend plan. The company is plan- 
ning to enter several additional states, 
one of which requires such life compa- 
nies to have capital of not less than 
$500,000. 

It has just entered Delaware, its sixth 
state, the others being Kentucky, Indi- 
ana, West Virginia, Pennsylvania and 
Ohio, and expects three or four more 
states by the first of the year. 








Report on Bankers L. & C. 


Banker$ Life & Casualty of Chicago 
at Dec. 31, had assets of $1,171,369, capi- 
tal $200,000 and net surplus $284,930, 
according to the report of an examination 
by the Illinois department. The cash 
position, according to the examiners, is 


adequate, the bond portfolio is composed 
of diversified and marketable securities 
and mortgage loans consist principally of 
FHA items. The treatment of policy- 
holders in the settlement of claims has 
been equitable and all just claims are 
disbursed promptly and in accordance 
with the policy provisions. 

John MacArthur is president and G. C, 
Bradley, vice-president and treasurer. 

Life insurance in force totaled $23,696,- 
863. Net premiums received in the acci- 
dent and health department were $21,763. 


COMPANY MEN 


Dr. Ylvisaker Joins 
Fidelity Mutual 


Lauritz S. Ylvisaker, associate medi- 
cal director Prudential, has been elected 
vice-president and medical director of 
Fidelity Mutual Life. Vice-president 
R. F. Tull, in charge of underwriting, 
will direct the overall underwriting poli- 
cies as heretofore. 

Dr. Ylvisaker is an authority on 
cardiovascular diseases. He graduated 
from Luther College and the medical 














—* FOSTER VINEYARD 
OF THE AETNA AT LITTLE 
ROCK HAS DONE A FINE 
PIECE OF WORK WITH R & 
R’S “FINANCIAL SECURITY 
FOR YOURSELF AND YOUR 
DEPENDENTS.” 


MR. VINEYARD has organ- 
ized the study into a series of 


agency meeting outlines based 
upon an unusually complete 
and comprehensive plan of 
questionnaires. 


THE QUESTIONNAIRES are 
so stimulating that they not 
only drive the agent into the 
text material but lead him to 
make calls upon specific pros- 
pects with some of the definite 
sales plans the book develops. 


WE PLAN to release the Vine- 
yard material as a part of the 
November “Management Plans.” 
Hence, it will come to all of 
our members. 


BUT SOME MANAGERS who 
do not receive “Management 
Plans” purchased copies of 
“Financial Security.” We are 
anxious that these managers 
have the advantage of the 
thoughtful work Mr. Vineyard 
has done. If you will drop a 
postal to us, we shall be glad 
to send the questionnaires with- 
out charge. 


PAUL SPEICHER 
Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 
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school of the University of Minnesota. 
He was elected an associate of the 
American College of Physicians in 1932 
and a fellow in 1935. 

In the former world war he was a 
member of the army medical reserve. 
Following this, he was in private prac- 
tice in Minneapolis and St. Paul for 
nine years, during six years of which 
he was an instructor in the heart de- 
partment of the University of Minne- 
sota medical school. He was also exam- 
iner for several life companies. In 1928 
Dr. Ylvisaker became a medical super- 
visor at the home office of Prudential. 
He was made assistant medical director 
in 1929 and associate medical director 
in 1935. During his sixteen years with 
Prudential, he has had a very wide ex- 
perience in the fields of medical under- 
writing, disability claims, supervision of 
medical examiners and in cardiovascular 
studies. He was in charge of all x-ray 
and electrocardiographic work, with full 
responsibility for heart and lung 
studies. 


Snudolah Promsendl 
by Penn Mutual 


Albert Fitz Randolph has been ap- 
pointed director of advertising and sales 
promotion for Penn Mutual Life. He 
was formerly in charge of developing 
sales promotion material and direct mail. 
His new responsibility is to supervise 
and develop activities in connection with 
the company’s national program of ad- 
vertising, coordinating that program 
with other sales promotion efforts. In- 
surance trade journal advertising will 
continue to be under the supervision of 





A. F. RANDOLPH 


Carroll Frey, editor of the “News Let- 
ter.” 

Mr. Randolph has been a member of 
the home office staff since July, 1941. 
Formerly he was associated with the 
Holgar J. Johnson agency of Penn Mu- 
tual Life in Pittsburgh. He joined that 
agency in 1930 as a personal producer 
and became unit supervisor, manager of 
sales promotion and director of training. 
At the time he left Pittsburgh, he was 
president of the Supervisors Club. He 
was chairman of the national exhibits 
committee of the Life Advertisers Ass6- 
ciation in 1943 and this year he is mem- 
bership chairman of the L. A. A. In 
Philadelphia he is chairman of the Key- 
stone group of the L. A. A. Mr. Ran- 
dolph is a native of Pittsburgh and was 
graduated from the University of Pitts- 
burgh in 1927. 


Washington National Shifts 
Caskey and C. H. Kendall 


Malcolm W. Caskey, assistant secre- 
tary of Washington National and south- 
etn division manager since 1940, has 
been placed in charge of the eastern 
division. Mr. Caskey has been with 
Washington National 17 years, having 
served in the ordinary, casualty and 
group departments before joining the in- 
dustrial department in 1938. 

_C. H. Kendall, assistant eastern divi- 
sion manager, has been named southern 
division manager. He started as an 


Bowen to Oregon Mutual 
as Agency Executive 





Francis E. Bowen has joined Oregon 
Mutual Life as assistant superintendent 
of agencies. He 
will concentrate on 
the development of 


an agency organ- 
ization in Cali- 
fornia. 

Mr. Bowen was 


born in Illinois but 
moved at an early 
age with his par- 
ents to California. 
He graduated from 
the University of 
California at Berkeley and then was 
connected with Bullocks store of Los 
Angeles. He later entered life insurance 
with Canada Life, operating as an agent 
in his home town of Pomona. He was 
advanced to district manager, then be- 
came branch manager at Oakland and 
in 1942 was made agency assistant at 
the home office of Canada Life. 

Mr. Bowen was president of the 
Lions Club at Pomona, was president 
of the General Agents & Managers 
Association of Oakland and vice-presi- 
dent of the Life Underwriters Asso- 
ciation there. 


F. E. Bowen 








agent in Dallas 16 years ago. He was 


promoted to superintendent and then. 


special division representative. He was 
manager at Oakland for five years and 
then was transferred to Shreveport, La. 
Mr. Kendall served in the army air 
force for a year. 





Home Life Announces 
Four Promotions 


Four new appointments have been 
announced by Home Life of New York. 
Stanley H. Bevins, assistant manager of 





S. H. Bevins 


R. F. Bouchard 


the sales planning division has been 
named agency field assistant, his major 
responsibility being the retraining and 
development of returning servicemen. 
Mr. Bevins joined the sales planning di- 
vision in 1941 and was advanced to as- 
sistant manager earlier this year. He 
will work with agencies throughout the 
country on recruiting, training and di- 
rection. 

Roderick F. Bouchard, Newark 
agency supervisor, will succeed Mr. 
Bevins. Mr. Bouchard joined the New- 
ark agency in 1941 after six years’ ex- 
perience with another company. 

Fred W. Lohm will take over Mc. 
Bouchard’s responsibilities in the New- 
ark agency. Mr. Lohm joined the pol- 
icy planning division in the home office 
in 1936, and for the last two years has 
been representing that. division in vari- 
ous agencies, assisting the field under- 
writers in their planning problems. He 
has had considerable experience in 
training new men in those agencies and 
doing joint field work. 

Robert W. Bremner has been named 
supervisor in the sales planning division. 
Mr. Bremner joined the Home Life in 
August, 1942. During his first two 
years he paid for $476,000 of business. 





J. H. Birkett Retires 


John H. Birkett, assistant secretary 
of Prudential, has retired after nearly 
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3 PRACTICAL AIDS 
TO SOUND 
PENSION PLANNING 


The Guardian Life, through its special Home 
Office Pension Planning Department, offers 


underwriters three distinct advantages . . . 


| The assistance of skilled pension 
specialists in the analysis of pen- 


sion problems. 


? Pension plans individually tailored 
to meet the specific needs of each 


of your business clients. 


3 A wide range of life insurance and 
annuity contracts—created exclu- 


sively for pension use. 


By centering responsibility for the development 
of sound pension proposals upon the Home 
Office staff, the underwriter is free to continue 
his normal production and servicing of individual 


insurance. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
Home Office, New York City : 


A Mutual Company Established 1860 


GUARDIAN OF AMERICAN FAMILIES FOR 84 YEARS 
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HOPES: 


1. To give your children a good education, and 
an equal chance with other children. 

2. To make sure your wife will never know 
financial insecurity because she pledged 
her life to you. 

3. To have a liquid fund to protect you and 
yours against those unpredictable emergen- 
cies. 


4. To make sure you will still have a good liv- 
ing even after you are unable to work for it, 
or no longer want to. 


REALIZED FROM: 


1. A Beneficial Educational Policy. 

2. The use of Beneficial’s life income option. 
3. Ever increasing cash values. 

4. A Beneficial Retirement Income. 








HEBER J. GRANT, President SALT LAKE CITY, UTAH 




















“I'M BUILDING FASTER WITH 


Q-V-S” 


“Like most Agency Managers, I am vitally interested in agency build- 
ing. Since changing to Capitol Life’s Q. V. S. Compensation Plan, I have 
been able to advance the position of my Agency on my Company’s Honor 
Rolls from fifteenth to third place. 

“With more than 68 per cent of my agency production coming from 
newly appointed Field Underwriters operating under the Q. V. S. Com- 
pensation Plan, I know from actual experience that Q. V. S. has enabled 
me to employ more new Field Underwriters than was possible under the 
old conventional type of compensation.” 

JOHN L, ANDERSON 
Agency Mgr., Corpus Christi, Texas 


Write for information on wn: 
Q-V-S Compensation . . . Today! 
W. V. Woollen, Agency Vice-President 














THE CAPITOL LIFE INSURANCE CO. 


Clarence J. Daly, President 
Home Office, Denver 5, Colorado 





50 years with the company. In recent 
years he has devoted most of his atten- 
tion to the company’s advertising and 
pamphlet work, with direct supervision 
of the “Bulletin.” 








CHANGES 





S. J. Gilbert Continental 
Minnesota Manager 


S. J. Gilbert has been appointed Min- 
nesota state manager for Continental 
Assurance. He has 
opened siate offices 
in the Northwest- 
ern Bank building 
in Minneapolis. Mr. 
Gilbert has been in 
the life insurance 
business in Minne- 
sota for seven 
years, the last three 
as assistant man- 
ager of Reliance 
Life and prior to 
with Aetna 
Lite at St, Paul. 
attended St. 
Thomas College 
and the University of Minnesota, major- 
ing in athletics. He had spent 14 years 
in athletic work prior to entering life 
insurance. 


S. J. Gilbert 


Yorke Joins Floyd in 


Philadelphia Agency 


Charles E. Yorke, ageticy secretary of 
Columbian National Life, has been 
named co-general agent in Philadelphia 
with F. W. Floyd, operating as Floyd 
& Yorke. Mr. Yorke was in Penn Mu- 
tual Life’s agency department for 10 
years, following which he went with 
Union Central  Life’s Philadelphia 
agency as a will and trust specialist, In 
1941 he joined the Floyd agency as su- 
pervisor and then went to the home 
office as agency secretary in 1942. 

Mr. Floyd started with Columbian 
National in 1938 as associate general 
agent and became general agent in-1939. 
He is treasurer of the Philadelphia 
C. L. U. chapter and has served as a 
GC. L. U. instructor. 





Phillips Pan-American’s 

Atlanta General Agent 
Pan-American Life has appointed 

George M. Phillips general agent in At- 


lanta, with offices at 1008-11 Citizens & 
Southern National Bank building. He 





has been in life insurance 18 years as 


agent and field supervisor. 

In 1942 Mr. Phillips was appointed 
civilian defense director of the Atlanta 
metropolitan area, comprising five coun- 
ties, on a full time basis. With the cur- 
tailment of general civilian defense ac- 
tivities he will continue as a volunteer 
director. He attended Georgia School of 
Technology. 
he was in 
months. 


Braskamp to West Coast Life 


Leon Braskamp, with Great Southern 
Life in San Antonio for four years and 
one of its leading producers, has been 
appointed manager there of West Coast 
Life. He was in the navy for four 
months but on receiving a medical dis- 
charge returned to life insurance work 
in San Antonio. 


the marine corps for 20 





Baker Named in Seattle 


Gilbert O. Baker has been appointed 
district manager of West Coast Life, 
with headquarters at 1411 Fourth Avenue 
building, Seattle. 


Grantham to Wichita Falls 


Neil B. Grantham, formerly superin- 
tendent of National Life & Accident at 
Hutchinson, Kan., has been promoted 
to manager in Wichita Falls, Tex., to 
succeed J. M. Grayson, retired. 








Cpl. Lynn Tenney, formerly general 
agent of Republic National Life at El 
Paso and Houston, has returned to the 
company following release from - mili- 


COAST 


Chapter 9A Company Can 
Eliminate Assessments 


LOS ANGELES—Since policyhold- 
ers of Imperial Mutual Life have voted 
without dissent to transform the com- 
pany from a Chapter 9 to a Chapter 9A 
basis, it is not inconsistent with Section 
10951.2 in providing for the elimination 
of the assessment feature in existing 
and future policies, “but rather that the 
elimination of that feature is in accord 
with the basic theory of Chapter 9A,” 
Attorney-general Kenny pointed out in 
an opinion to Commissioner Garrison. 

Section 10951.2 provides that trans- 
formation of a company shall in no way 
annul, modify or change any existing 
contracts and that all existing contracts 
and liabilities shall continue in force. 
To construe this section to forbid elim- 














1. Life Insurance 





United Life and Accident 


Ins: rance Company 
Concord, N. H. 


Representatives Have Something Unusual to Sell 


Ask the man who owns a United Life and Accident 
Insurance contract which contains: 


2. Double Indemnity 

3. Triple Indemnity 

4. Non-canceHable Accident Insurance 
5. Waiver of Premium 


For Details Write 


WILLIAM D. HALLER 
Vice President and Agency Manager 
Concord, N. H. 
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ination of assessment features, “even 
though advocated by policyholders, 
would be inconsistent with the purpose 
of Chapter 9A to promote this kind of 
transformation. Such a_ construction 
would have the effect of nullifying the 
attempts of any Chapter 9 companies to 
shed their status as assessment compa- 
nies and emerge as legal reserve compa- 
nies,” the attorney-general stated. 





Pension, Unemployment Acts 
Opposed in Washington 


SEATTLE — Washington insurance 
men are joining with civic and other 
business leaders in a last ditch fight to 
defeat initiatives 157 and 158, which will 
be on the ballot at the Nov. 7 election. 
Initiative 157, an expansion of the old 
age pension program to include liberal 
unemployment provisions, will increase 
the annual cost from $26,165,000 to an 
estimated $110,000,00. Initiative 157 de- 
clares full support of the people of the 
state for the Wagner-Murray-Dingell 
bill in Congress. 

Initiative 158 provides pensions of $60 
per month at the age of 60, financed by 
a 3% tax on every business transaction. 





California Federation 
in Drive Against $60 at 60 


SAN FRANCISCO—The California 
Insurance Federation has joined the 
California Association of Life Under- 
writers and the major life companies in 
the state in the campaign to defeat the 
“$60 at 60” constitutional amendment 
which will appear on the ballot in the 
Nov. 7 election. At a meeting called by 
the federation, Herrick Brown, Oak- 
land, president of the California Asso- 
ciation of Life Underwriters, explained 
the economic aspects of the measure 
and Frank J. Agnew, National Board 
public relations consultant, urged the 
need for immediate action. A special 
committee was named by the federa- 
tion to push the campaign which is now 
underway. The proposed pensions would 
be financed by a 3% gross income tax 
which would cost the ‘insurance com- 
panies $28,677,940 a year, based on 1943 
premium income. 








CHICAGO 





PLAN DEC. 2 HEADQUARTERS 


The Illinois insurance department 
Dec. 2, again will be hosts at a_head- 
quarters suite in the LaSalle Hotel, 
Chicago, for those that are in the city 
that morning en route to the midwinter 
meeting of the National Association of 
Insurance Commissioners in New 
York. Space permitting, it is expected 
that most of the convention group will 
travel from Chicago to New York on 
the Advance Commodore of the New 
York Central leaving Chicago at 1:30 
p. m., "Dec. 2. The Chicago headquar- 
ters at the LaSalle in the past have 


been appreciated by those arriving in 
the city in the morning with several 
hours before departure for New York. 

Spencer R. Keare, vice-president Fed- 
eral Life, is in charge of the war fund 
drive in Highland Park, Ill, Chicago 
suburb. 

Norman K. Allison, Chicago manager 
of Connecticut General Life in the Con- 
way building, is specializing in estate 
business. He has five producers and 
also maintains an office in Waukegan. 


SALES MEETS 


Phoenix Company 
Holds 2-Day Rally 


The annual meeting of field super- 
visors and representatives was held at 
the new home office of International 
Life of Phoenix, Ariz., celebrating its 
President’s month drive. This has been 
an annual affair for several years. Each 
year the company has designated Au- 
gust as President’s month and a total 
of $909,400 was written this month. 

At this meeting most of the speakers 
were from outside the organization. 
They included: Max Dunlap, New 
York Life; J. G. Rice, president First 
Federal Savings & Loan Association; 
A. J. Schmidt, executive vice- -president, 
and R. E. Button, reinsurance secretary 
Alliance Life of Chicago, and Jack Cole 
of the Hooper-Holmes Bureau. 

A full day’s business session was held 
the first day and the second day was 
devoted to social activities and inspec- 
tion of the new home office building. 
The guests of honor included Governor 
Osborn of Arizona, Amos A. Betts, 
chairman of the corporation commis- 
sion; Wilson Wright, corporation com- 
mission; William Petersen, corporation 
commissioner and Roy B. Rummage, 
secretary insurance department. 

International is the only legal reserve 
life company in Arizona and has shown 
marked progress in the last four years 
in its territory of Arizona, Nevada and 
Utah. Plans were discussed for a more 
intensive plan of enlarging the territory. 

The business session was presided 
over by Herman Meredith, assistant 
agency director, and A. G. Ingalls, 
president, presided at the banquet. 














Volunteer State Life’s 
Cecil Woods Club Meets 


Vice-president John A. Witherspoon, 
former president of the National As- 
sociation of Life Underwriters, was 
elected to membership in the Cecil 
Woods Club of Volunteer State Life 
at the annual reunion in New Orleans. 

Everett Strupper, Atlanta general 
agent, was presented as the first man to 
qualify for the club in 1945. He is a 
member of the Million Dollar Round 
Table. 

President Cecil Woods was host at 








327 E. State Street 








Rockford Life Insurance Co. 


FRANCIS L. BROWN 
President 


Policy contracts 
and settlement options 
still based on 


BAK 


interest 


Rockford, Illinois 








Make Way For 
VICTORY 


* 


It cannot be over-confidence to 
hail the glorious accomplish- 
ments of our Armies in Europe. 
The cause of the right is mov- 
ing rapidly forward to Victory. 


And that means the day is 
nearer when the boys will be 
coming home, and America 
settles down to peaceful pur- 
suits again ...an era in which 
Life Insurance is prepared to 
play a vital part, in peace as 
in war. 
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RAATFBSOMW'S 
“END WS 


On October 7, 1942, the Bankers Life 
Company of Des Moines issued a $3,000, 
Family Protection, 20-Year-Benefit, policy 
to a farmer, following the birth of a child. 

On July 23, 1944, the insured man was 
struck by lightning while operating a trac- 
tor upon his farm and was instantly killed. 
Upon that policy his wife (the benefici- 
ary) received in cash payments at proof of 
death $3,316.65. In addition, she will re- 
ceive $30 per month for 218 months and 
on October 7, 1962, an additional pay- 
ment of $3,014.00. 


Here is a financial resume of this trans- 
action: 
Payments at death........... $ 3,316.65 


$30 per month for 218 months. 6,540.00 
Cash payment on October 7, 





[Dee oustouisesouseres ety 3,014.00 
$12,870.65 
Premiums paid 1.55 545< icine s- 191.34 
Net gain over investment...... $12,679.31 
Percentage ef gain over invest- 
MONE SCCKA ace seakaceese 6,626 % 


The insured had taken out another 
policy with the Bankers Life Company of 
Des Moines on June 5, 1929 ($2,000, 
Double Indemnity). Upon that policy his 
wife (the beneficiary) received in cash 
payments at proof of death $4,168.92. 

Here is a financial resume of this trans- 
action: 


Payment at death............. $4,168.92 
PROMS DAI 656 sis sven sing 884.58 
Net gain over investment....... $3,284.34 


Percentage of gain over invest- 


ment 871% 


Upon the two policies held by the in- 
sured at the time of his death, one for 
$3,000 and one for $2,000, the Bankers 
Life Company has already paid and will 
pay in due course of time a total of $17,- 
039.57. The total premiums paid on both 
policies amounted to $1,075.92. Here is a 
financial resume of both transactions: 


eee eee eee ee eseeeseeens 


Face Gl POUCICS 6s ces c cca ae $ 5,000.00 
Premiums paid on policies..... 1,075.92 
Paid on policies..........0... 17,039.57 
Net gain over investment, 2 

DOMES .5:5isobkaauesebotee $15,963.65 
Percentage of gain over invest- 

MENE, BM OUGIOS ss 6 :6s)0:0:6:0\ew's 1,483% 


Small wonder that the beneficiary of 
these two policies, the widow, should 
write: “It’s hard to speak of financial 
matters at this time, but I do feel most 
fortunate in being so well provided for 
through my husband’s Bankers Life poli- 
cies. You may use this letter if it will in 
any way help you persuade other men to 
do for their families as my husband did 
for us.” 


x * 


BanxErsZ; 
the Double Duty Dollar Company 


acoIinass 





the reunion dinner, at which Dr. John 
B. Steele, vice-president and medical di- 
rector, and J. H. Jarvis, southeastern 
Tennessee manager, 33 and 36 years re- 
spectively with the company, spoke. J. 
Wylie King San Antonio manager, was 
toastmaster. 

Visual selling, direct mail and social 
security were the chief subjects dis- 
cussed in the three business sessions. 





Mutual Trust Seattle Rally 


Mutual Trust Life’s Seattle agency 
under Howard O. Thompson, general 
agent, held a four-day sales conference, 
with Paul S. Nelson, Chicago, manager 
western department, as chief speaker. 





B.M.A. Sales Meetings 


Vice-president J. P. Baldwin, in 
charge of Pacific Coast operations for 
Business Men’s Assurance, has com- 
pleted a series of sales meetings at San 
Diego, Los Angeles and San Francisco. 
A one-day sales meeting of Iowa agents 
was held at Cedar Rapids by W. E. 


Maupin, manager. J. C. Higdon, execu- 
tive vice-president, and R. R. Haffner, 
actuary, represented the home office. 
The Iowa office completed its largest 
month’s business in September and has 
a 64% increase for the first nine months. 


New York Life Men in Memphis 


About 35 agents in the tri-state area 
attended a New York Life branch office 
meeting in Memphis. Officials present 
included L. Seton Lindsay, New York, 
senior vice-president; Dick Oliver, St. 
Louis, assistant vice-president; O. R. 
Carter, St. Louis, superintendent of 
agencies (western division), and H. H. 
Conley, inspector of agencies, Little 
Rock. 


Honor Jens Smith in Okla. 


Jens Smith, manager of agencies of 
Pacific Mutual Life, was key speaker at 
a state-wide meeting of the Malcolm 
White agency in Oklahoma City and 
Was given an application shower of 
$250,000 of new business obtained by 
the agency in the last three weeks. 








NEWS OF LIFE 


ASSOCIATIONS 





Planning Essential for 
Successful Prospecting 


D. G. Liggett of Houston, agency 
manager of Southland Life for east 
Texas, spoke to the Austin Association 
of Life Underwriters on “Planning, 
Prospecting and Proposals Equal 
Plenty of Policies.’ Mr. Liggett said 
many life men claim that if they could 
but learn how to prospect successfully 
they would succeed. He took issue with 
this view, declaring that unless there is 
intelligent planning, prospecting will 
not bring success in selling life insur- 
ance. He suggested that each agency 
manager would be wise to go out in the 
field and work occasionally, so that he 
could keep a clearer understanding of 
the problems of the field man. 

He said planning enables the salesman 
to know just how effectively and how 
well his work is turning out in terms of 
dollars. He cited the experience of four 
men whom he has recently appointed as 
proving that each call has a definite dol- 
lar value. These four men, he said, 
had made 100 contact calls and found 
that each had a value of more than $5. 

N. Lewis, Great National Life, 
Austin, secretary of the Texas associa- 
tion, reviewed the Detroit convention. 





N. J. Two-Day Conference 


The New Jersey Association of Life 
Underwriters held a two-day conference 


in Newark Oct. 25-26. Officers of the 
National association in attendance in- 
cluded President W. H. Andrews, Jr., 
Vice-president C. D. Connell, M. L. 
Hoffman, managing director; James E. 
Rutherford, executive vice-president; E. 
Dudley Colhoun and Carlton W. Cox, 
trustees. Heads of associations 
throughout the state, war bond chair- 
men, state committeemen and represen- 
tatives of each association attended. 





Success Factors Viewed 


CINCINNATI—Although | successful 
life agents differ in many ways they all 
have certain characteristics in common, 
B. N. Woodson, vice-president Com- 
monwealth Life, declared before the 
Cincinnati Association of Life Under- 
writers. 

A well defined philosophy of life is 
one prominent characteristic of the suc- 
cessful agent. He knows where he is 
going and how to get there. He has a 
definite belief that he will gain only as 
he gives. The successful agent’s work 
is marked by a capacity for self-disci- 
pline. He not only believes enthusiasti- 
cally in the service of life insurance 
but he believes that his prospects will 
buy when they understand what life in- 
surance will do for them. 

Toronto—FE. L. Reiley, Cleveland gen- 
eral agent of Penn Mutual Life, was the 
speaker at the monthly meeting. 

Wichita—H. G. Kenagy, superintendent 
of agencies of Mutual Benefit Life and 
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Spinning Wheel | ; 


“But will it support you?" 


Life insurance fieldmen find 
that a common alibi for life 
insurance neglect is Social 


Security. 
tu 
e Pu 


However, the public’s idea 
of this praiseworthy undertak- 
ing seems to be somewhat mag- | 
nified. It tends to interpret 
Social Security as providing a | ¢f 
sort of cure-all for dependency 
at 65, which, of course, it really 
doesn’t pretend to offer. : 2 
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By means of an_ unique 
quick-calculating “Slide Rule,” 
New England Mutual repre- 
sentatives are meeting with 
considerable success in showing 
heads of families that the ideal 
situation is not Social Security 
instead of life insurance, but 
Social Security plus adequate 
life insurance. 





To the prospect who says 
“T have Social Security,” the 
simple answer is “But will it 
support you?” This opener has 
created many opportunities for 
the benefit of life insurance as 
a whole, and for New England 
Mutual in particular. 


New England 
Mutual 


Ly Insurance Company 
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brother of E. C. Kenagy, Wichita general 
agent of that company, will speak Nov. 
17 on ‘‘Developing the Individual Agent 
into a Successful Producer.” President 
Don Mitchell, New York Life, announces 
the Wichita membership has now reached 
an all-time high. The association is 
sponsoring a C. L. U. class in the Uni- 
versity of Wichita, with Dr. F. L. Whan 
as instructor, 

Hutchinson, Kan.—John K. Rickard, 
Northwestern National, has been named 
national committeeman, succeeding R. 
B. Daniel. Will Zurbucken, director of 
the Kansas highway patrol and former 
Dodge City life man, spoke. 

Emporia, Kan.—Harold Lunsford, 
Farmers & Bankers, president of the 
Kansas association, reported on the N. A. 
L. U. meeting. Vernon Kauffman, presi- 
dent, told of the distribution of the 
“Handbook of Life Insurance” to li- 
braries, colleges and schools in Emporia 
and nearby towns. 

Cedar Rapids, Ia.—Roy Ray Roberts, 
Los Angeles general agent State Mutual 
Life, spoke on “Present Day Management 
and Underwriting Trends.” Mr. Roberts 
also met with the directors and the edu- 
cational committee to discuss association 
plans. . 

Rochester, N. Y¥.—Homer C. Chaney, 
Cleveland manager New England Mu- 
tual Life, spoke on “How Knowledge Can 
Put Dollars in Your Pocket,” emphasiz- 
ing knowledge of both insurance and the 
client’s business. Disciplined study and 
planning are essential in success, he said. 

Peoria, Ill—Two motion pictures on 
Japan, “Dreams of an Empire” and “This 
Land Japan,” were presented by Lt. (j.g.) 
A. J. Cline of the coast guard, captain 
of the port in the Peoria area. Dr. M. 
Pollock of the Peoria Municipal Sani- 
tarium discussed the prevention and cure 
of tuberculosis, and outlined results of - 
an industrial survey being conducted 
here. 

Northern New Jersey—Newell C. Day, 
general agent of Equitable Life of Iowa, 
Davenport, Ia., will speak Nov. 16 on 
“Color in Selling.” 

Milwaukee —C. C. Raisbeck, general 
agent of Great Northern Life, and Henry 
B. Kay, New York Life, have been elected 
directors to succeed William H. Pryor, 
Connecticut Mutual, now national com- 
mitteeman, and Sidney E. Geise, New 
York Life, who died recently. 

At the October meeting, Frank Hughes, 
Mutual Benefit, retiring national com- 
mitteeman; Kenneth Jacobs, Connecticut 
Mutual, and Herbert Schwahn, North- 
western Mutual, reported highlights of 
the Detroit convention. Claire Rognlien, 


sales manager of the Carrier Corpora- 
tion, Milwaukee, gave his reactions to 
methods of solicitation of life underwrit- 
ers in discussing ‘What I Don’t Like 
About Insurance Agents.” 

Oklahoma City—J. J. Venters, Pruden- 
tial, Enid, president Oklahoma associa- 
tion; A. B. Irwin, Northwestern Mutual, 
and Pearle Easley, Massachusetts Mutual, 
reported on the N.A.L.U. meeting in De- 
troit. 

Mrs. Bessie Dale, Kansas City Life, 
Lawton, Okla., was presented her mem- 
bership card in the Women’s Quarter- 
Million Dollar Round Table. She has 
written $250,000 or more for 18 succes- 
sive years. 

In the absence of Pres. George Feild, 
Travelers, C. Edgar Van Cleef, National 
of Vermont, presided. 

Santa Monica, Cal.—The newly char- 
tered association held an inauguration 
meeting with representatives of the Los 
Angeles association assisting in the cere- 
monies. 

O’Brien Sawyers, Aetna Life, president 
of the Los Angeles association, presided. 
Others from Los Angeles were James H. 
Cowles, Provident Mutual Life, past 
president Los Angeles association; Joseph 
Charleville, managing director, and A. C. 
Duckett, Northwestern Mutual, newly 
elected N.A.L.U. trustee. 

Sheboygan, Wis.— Joseph F. Hinkes, 
formerly of Sheboygan, now of Milwau- 
kee, president Wisconsin association, re- 
viewed the Detroit National association 
meeting. 

Mr. Hinkes previously spoke at meet- 
ings of the Wausau and Green Bay asso- 
ciations. 

Newport News-Hampton, Va.—Howard 
J. Brooks, Richmond, manager of 
Shenandoah Life, will speak Nov. 10 on 
“Prestige.” 

Richmond, Va.—The C.L.U. designation 
was awarded to Fred R. Bunnell, New 
England Mutual Life by Clayton Demar- 
est, Jr., Baltimore general agent of At- 
lantic Life, and a past president of the 
Baltimore association. 

Mr. Demarest spoke on “The Eyes Have 
It,’ enumerating seven steps which he 
said the life underwriter has to follow in 
order to make a success of his business. 


Boston—An audience of 275 heard 
Robert W. Wilkinson, field supervisor of 
Aetna Life, talk on ‘Merchandising Life 
Insurance.” He substituted for Robert 
B. Coolidge, second vice-president of 
Aetna Life, who was unable to attend. 

President Montague P. Ford reported 
the association had reached a member- 
ship of 834 toward its goal of 1,000. 
M. Luther Buchanan, former president of 
the American Society of C.L.U., bestowed 
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Write in confidence to the company for 
plans to develop a general agency there— 
in a city of opportunity and one of the 
fastest growing in Indiana—a city with the 
answer at hand for the postwar employ- 
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Theo. P. Beasley, 


President 
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the C.L.U. designation on four new mem- 
bers, Irving N. Drucker, Metropolitan 
Life; Philip Hamburg, State Mutual Life; 
Albert H. Curtis, III, and Kenneth R. 
= both of New England Mutual 
Life. 


Central Massachusetts—George Galla- 
gher, manager of Metropolitan Life at 
Springfield, Mass., spoke at a meeting in 
Worcester on “Selling to the Small 
Buyer.” 

San Francisco—“Why Life Insurance 
Is the Best Post-War Investment” was 
the theme of the Oct. 26 luncheon meet- 
ing, conducted by the General Agents & 
Managers Association. J. H. Rowe, Bank- 
ers Life, president of that organization, 
was chairman. 

Speakers were R. Edwin Wood, Phoenix 
Mutual; Buryl Blevins, Occidental Life, 
and William L. Hardy, West Coast Life. 
James M. Hamill, Equitable Society, sec- 
retary of the California association, dis- 
cussed the dangers of the proposed “$60 
at 60” pension scheme. 

Detroit—Mrs. Dorris M. Stephany has 
been appointed executive secretary, suc- 
ceeding Miss Bette Benson, who resigned 
to return to her home in Minneapolis be- 
cause of illness in her family. 

Ames, Ia.—The local association has 
changed its name to Central Iowa asso- 
ciation and will include life men from 
surrounding communities. Rev. Murray 
Allen of Ames spoke on “Taking Thought 
for the Morrow.” 

Valley Grande (Tex.).—Lloyd W. Lucas 
has been elected secretary, succeeding 


D. B. Meadows, who resigned because of 
ill health. 


MANAGERS 


Role of Insurance 
Told by Hogg 


COLUMBUS, O.—Life insurance has 
played a spectacular role in the develop- 
ment of the country’s resources and in 
their effective conversion to war uses, 
Robert L. Hogg, manager and general 
counsel American Life Convention, de- 
clared before the seminar of the Colum- 
bus Life Managers & General Agents. 
Life insurance has not only aided the 
financing of the war by buying govern- 
ment securities but its investments in in- 
dustrial and transportation facilities have 
aided war production, he said. During 
times of economic stress, life insurance 
acts as a shock-absorber, providing a 
stabilizing influence. 

The people are overwhelmingly in fa- 
vor of private enterprise but confusion 
may exist over the precise location of 
the line between private enterprise and 
public responsibility, Mr. Hogg pointed 
out. “There is a fallacious concept in 
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Years of Service 


in Peace and in War! 


* The State Life Insurance Company has paid 
$146,000,000 to Policyowners and Beneficiaries 
since organization September 5, 1894 . . . The 
Company also holds over $60,000,000 in Assets for 
their benefit .... A total of $20,000,000 is invested 
in War Bonds and U. S. Government securities . . . 
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CAL-WESTERN’S 


New Agent’s Contract 
PROVIDES: 


@ E-x-t-r-a—life-time 
renewals with higher 
margins in second 
and third critical 
years. 


@ E-x-t-r-a—higher 
commissions in first 
year. 


@ E-x-t-r-a—agent's 
retirement plan in 
addition to life-time 


renewals. 


@ E-x-t-r-a—cash bo- 
nuses for App-A- 
Week, Ten-A-Month, 
and Leading Produc- 
ers' Club member- 
ships. 

@ E-x-t-r-a—free 
group life insurance. 

@ E-x-t-r-a—g roup 
sickness, accident 
and hospitalization 
on a contributory 
plan. 

For the "E-x-#-r-a™ 
in contract advan- 
tages it's 


CALIFORNIA-WESTERN 
STATES LIFE 
INSURANCE COMPANY 


Home Office:Sacramento 














the minds of some people that when- 
ever a private effort fails to do what is 
expected of it, the government should 
do the job. There is no reason to think 
that the government, notwithstanding 
all its facilities, can, merely because it 
is government, satisfactorily accomplish 
what a group of individuals have been 
unable to accomplish. The government 
should never attempt to do what private 
effort can do. Failure on the part of 
private effort should not of itself be suf- 
ficient for the government to enter a 
particular field. 

He expressed the view that so 
long as there is private enterprise in 
the United States there will be life in- 
surance, for private enterprise is essen- 
tially built around individual people ex- 
posed to the hazard of premature death. 
He stressed the salient fact also that 
life insurance must be sold and ques- 
tioned whether, if the government were 
in the life insurance business, it could 
do the job of attaining the widest dis- 
tribution so effectively or so cheaply as 
that gigantic task has been accom- 
plished by the American life companies 
under the private enterprise system. 

Mr. Hogg was introduced by Claris 
Adams, president Ohio State Life. 

James G. Crossley, managing editor 
Columbus “Citizen,” said life insurance 
companies should advertise more and 
that they should put more life into 
their advertising. He said life insurance 
agencies should try to induce prospects 
to come to their offices to buy insurance 
rather than have agents continually sol- 
iciting them to buy. Other speakers on 
the program, which was_ confined 
largely to public relations, were W. Ray 
Speer, counsel and industrial relations 
manager Columbus Bolt Works Com- 
pany, and Dale W. Brown, vice-presi- 
dent National City Bank, Cleveland, 
and vice-president of the Financial Ad- 
vertisers Association of America. 





Announce Speakers for 
Ill. Managers’ Conference 


PEORIA, ILL.—James R. Love, 
New England Mutual, president general 
agents and managers division of the 
Life Underwriters Association of Peoria, 
has announced the program for the 
general agents and managers conference 
in conjunction with the midyear meet- 
ing of the Illinois association and the 
sales congress of the Peoria association 
Nov. 20. 

The program this year will be devoted 
to an analysis of present and post-war 
markets. Don Ross, merchandising man- 
ager of “Successful Farming,’ Des 
Moines, will give his presentation of the 
“Farm Market—Today and Tomorrow,” 
which includes charts and interesting 
data on one of the largest sources of 
prospects, and A. R. Jaqua, associate 
editor of the Diamond Life Bulletins, 
will speak on “The Next Four Years.” 

This meeting will be followed by the 
annual dinner, sponsored by the Illinois 
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PROTECTED HOME CIRCLE 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 


SHARON, PA. 


Association of Life Underwriters, with 
about 150 local, state and national offi- 
cers in attendance. 





Hear North, Brown in S. F. 


At the meeting of the San Francisco 
General Agents & Managers Associa- 
tion Monday, Henry E. North, vice- 
president of Metropolitan Life, spoke in 
support of the election of Dewey and 
Bricker. Herrick C. Brown, president 
California Association of Life Under- 
writers, told of the dangers of the new 
“ham and eggs” pension system which 
would impose an additional 3% gross 
income tax on every individual and firm 
in the state. 





Detroit Talks Reviewed 


At the first meeting of the season of 
the Oklahoma General Agents & Man- 
agers Club, with 33 inattendance, 
George Feild, Travelers, and A. 
V. Irwin, Northwestern Mutual, re- 
viewed talks made before the general 
agents and managers division at the 
N.A.L.U. meeting in Detroit. ‘ 

W. T. Grant, president of the Busi- 
ness Men’s Assurance, will speak at the 
next meeting Nov. 20. 





L. A. Supervisors Hear Sawyers 


O’Brien Sawyers of the Aetna Life, 
president of the Life Underwriters As- 
sociation of Los Angeles, addressed the 
Life Supervisors Association of Los 
Angeles on “The Man I’m _ Looking 
For,” discussing recruiting and training 
men, which will be the topic for a series 
of round table sessions. 


FRATERNALS 


Texas Congress Program 
Is Announced 


Complete program for the annual 
meeting of the Texas Fraternal Con- 
gress at Dallas, Nov. 1-2 was announced 
by John H. Cullom, Dallas, secretary- 
treasurer and honorary life president. 

Commissioner Lockhart of Texas will 
talk the first afternoon on “Inflation, 
Life Insurance’s Worst Enemy,” and 
Mrs. Grace W. McCurdy, head of Royal 
Neighbors, Rock Island, IIll., and im- 
mediate past president National Frater- 
nal Congress, on “Forward With Fra- 
ternal Insurance.” In the morning ses- 
sion President Farrar Newberry of 
N. F. C. will give a talk and Henry R. 
Freitag, director of publicity Modern 
Woodmen, Rock Island, will speak on 
“Publicity and Public Relations.” 

Mrs. McCurdy will be honored at a 
luncheon the first day. Mr. Newberry 











and Judge T. L. McCullough, past presi- - 


dent N. F. C. and national president of 
Praetorians, Dallas, will speak at a ban- 
quet. Mrs. Dora Alexander Talley, past 
president Woodmen Circle, Omaha, and 
past president N. F. C., will give a talk 
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Not too large to give personal attention to individual 


agents. 
Not too small to provide money-making agency con- 
tracts. 
+ + + 
54th Year of Service 





the second day, when officers elected 
will be installed by Mrs. McCurdy. A. §S, 
MacGregor, Modern Woodmen, Dallas, 
is president and will preside. 

E Helbuse, Aid Association for 
Lutherans, Houston, first vice-president, 
probably will be named president. 





Arkansas Congress Meets 


The Arkansas Fraternal Congress 
will meet Oct. 31 at Little Rock. Far- 
rar Newberry, Omaha, president Na- 
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For 19 years the standard Policy Kegis- 
ter for life underwriters of every company! 
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WANTED: A SUPERVISOR 


One of the oldest and largest mutual life 
insurance companies is seeking an ex- 
perienced man to serve as a traveling 
Supervisor, to work at recruiting and 
training in its Mid-West territory. The 
job pays a good salary, plus expenses, 
and offers a fine opportunity for advance- 
ment. 

Write to The National Underwriter, Box 
A-15, giving full particulars as to experi- 
ence, past and present connections, and 
mention references. 
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tional Fraternal Congress, and Mrs. 
Grace W. McCurdy, head of Royal 
Neighbors, Rock Island, IIl., are on the 
program. There will be morning and 
afternoon sessions and a banquet at 
which R. D. Smith of Maccabees at 
Little Rock, president, will preside. F. 
C. Greer, Ben Hur, is first vice-presi- 
dent; Mrs. Ida Balfour, Degree of 
Honor, second vice-president; W. A. 
Tidwell, W.O.W., third vice-president; 
Mrs. Mattie Mae Goodwin, Woodmen 
Circle, secretary-treasurer. All reside 
in Little Rock. 


Georgia State Officials 
Attend Congress Rally 


Deputy Commissioner W. R. Mitchell 
of the Georgia insurance department; 
John E. Little, actuary and field director 
of Maccabees, Detroit, and Farrar 
Newberry, president National Fraternal 
Congress, were among the principal 
speakers at the annual meeting of the 
Georgia Fraternal Congress in Atlanta. 
H. C. Fabian, Atlanta,’ congress past 
president and state manager W. O. W., 
Omaha, extended greetings. Mr. Little 
discussed “What Is This Thing Called 
Social Security?” In the afternoon ses- 
sion there was a round table discussion 
of welfare work. 

At the dinner meeting, Commissioner 
H. C. Parker of Georgia extended greet- 
ings. E. D. Rivers, former Georgia 
governor, national director W. O. W., 
Omaha, and life member Georgia con- 
gress, gave a talk. Governor Ellis G. 
Arnall of Georgia and Mr. Newberry 
also spoke. 
attended, including J. B. Wilson, secre- 
tary of state: G. B. Hamilton, state 
treasurer; T. G. Head, attorney general; 
J. E. Cook, state revenue commissioner; 
Frank Gross, president of the senate; R. 
V. Harris, speaker of the house; Marvin 
Griffin, adjutant general; Dr. M. D. Col- 
lins, state superintendent of schools. 
Dr. W. B. Baker and Dr. Robert Rhodes 
of Emory University, Atlanta, were 
om President C. E. Moss pre- 
sided. 


Saulmon Is Elected Head 
of Ben Hur Life 


A. L. Saulmon of Cape Girardeau, Mo., 
southern representative and manager of 
Ben Hur Life for 36 years, was elected 
president at the 20th annual convention 
of the fraternal in Crawfordsville, Ind., 
its head office. He succeeds William E. 
Rider, who has been president for three 
years. 

Paul Stump, treasurer, Crawfordsville, 
was named secretary to succeed Perl O. 
Bowers, and R. G. Hungate, for many 
years field manager for Ben Hur, was 
named treasurer. 

Four members of the executive com- 
mittee named are Wendell P. Coler, 
Indianapolis: Joseph F. Sheen. Chicago: 
Merritt Voris, Detroit, and Clarence F. 
Wescoat, St. Louis. 

Mr. Bowers has been connected with 











A number of state officials’ 


the head office for more than 35 years. 
He has been a familiar figure at Na- 
tional Fraternal Congress conventions. 
Provision was made for his retirement. 
Mr. Rider has a large interest in a bank 
to which he will devote his energies. 

Mr. Coler is actuary of American 
United Life and formerly was actuary 
of the American Life Convention. Mr. 
Sheen is a well known attorney repre- 
senting fraternals; Mr. Wescoat also is 
an attorney in that field, and Mr. Voris 
has been with Ben Hur in various field 
positions for many years. 





Utah Congress Banquet 


Deputy Commissioner R. W. Garff of 
Utah gave a talk at the annual banquet 
of the Utah State Fraternal Congress 
held in Salt Lake City. N. C. Thomp- 
son spoke on statistics on fraternal in- 
surance and the welfare work done by 
the societies; A. G. Gunn on juvenile 
delinquency. A. E. Konold, president, 
presided. N. C. Thompson, past presi- 
dent, was master of ceremonies. Tres- 
sia R. Whitehead, Salt Lake, secretary- 
treasurer, assisted President Konold. 
New officers will be elected at the an- 
nual meeting in December. 





Minard Arkansas Manager 


Clyde C. Minard has been appointed 
Arkansas manager by Modern Wood- 
men. He went with the society early in 
1941, is a C.L.U. and has had long suc- 
cessful life insurance experience. 





Hubbs Heads Tenn. Congress 


James A. Hubbs, secretary of United 
Order of Golden Cross, Knoxville, was 
elected president of the Tennessee Fra- 
ternal Congress at the first annual meet- 
ing held in Chattanooga. Mrs. Helen 
Pate, of Bemis, state manager Wood- 
men Circle, was elected vice-president: 
Mrs. Pearle I. Rhoads, deputy of Royal 
Neighbors, Memphis, was reelected sec- 
retary-treasurer. The executive com- 
mittee includes Mrs. Rose Finley, Royal 
Neighbors, Chattanooga; R. L. Estes, 
state manager Modern Woodmen, 
Nashville, and G. F. Epps. United Order 
of Golden Cross, Knoxville. 


ACCIDENT 


Equitable Society Makes 
Changes in Group Hospital, 
Group A. & H. Forms ° 


Equitable Society is offering a new 
plan of group accident and health and 
hospital expense insurance, as an alter- 
nate to the older standard plan, to meet 
more adequately special charges made 
by hospitals. It provides the same 
room and board benefits but under it 
benefits are payable after confinement 
in a hospital for at least six hours due 
to surgical operation or emergency care 
for accidental bodily injury, or for at 
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least 18 hours when due to other bodily 
injury or sickness. Fees for operating 
room and anesthetics are covered up to 
five times the room and board benefit, 
with the same amount for other charges 
made by the hospital except nurses’ 
and physicians’ fees. 

Maternity benefits will be the same 
as under the standard plan. Minimum 
rates for the alternate plan are slightly 
higher than for the standard plan. 

Some changes in underwriting rules 
become effective Nov. 1. Premiums for 
coverage of other than male white em- 
ployes are increased in certain cases. In 
16 states group hospital expense pre- 
miums for textile groups are increased 
15% and group accident and health 40%. 

Employes who are not working on 
the basis of a full scheduled work- 
week or who are not regular employes 
working at least 32 hours weekly for the 
employer will be excluded hereafter. 
For group hospital expense a_ three 
months probationary period will be re- 
quired for both original employes (ex- 
cept in certain circumstances) and new 
employes. 


Security Indemnity of South Carolina 
has changed its name to Guardian Life 


& Hospital Aid. New interests have ob- 
tained control and the home office has 
been moved to Greenville. It is an in- 
dustrial accident and health insurer. 








IN U. S. WAR SERVICE 


Metropolitan Life has contributed 5,787 
employes to the military service. These 
are from the field and home office or- 
ganization. 

Capt. Francis G. Bray, Houston gen- 
eral agent for New England Mutual 
Life, was publicized the other day in the 
Houston “Press” on account of his ex- 
periences in superintending phases of 
soldier voting. He is stationed in Gen- 
eral Eisenhower’s Paris headquarters as 
assistant to the European theater coor- 
dinator of soldier voting. Captain Bray 
is directing the dropping of parachutes 
with ballot cargoes. He reports that a 
number of voting officers have been 
killed in the line of duty. 








Columbian National Life is holding 
a victory campaign during the last quar- 
ter of 1944. 
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So we ask ourselves. . 
too... just what we represent. 


No, we’re not as big as many... yet, 
can you judge on size alone? 


Nor will we shout about our age... 


since 1848. 
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HOW GOOD? 


Current values apply. today. 


Instead, we strive to measure our stake 
in the kind of a job we do. And biggest 
and best... molding profits plus... are 
our gains in friendly service. 


Thanks to our Field Force, gains have 
become a Union Mutual custom! 


UNION MUTUAL 
LIFE INSURANCE COMPANY 
Portland MAINE tome Office 


Rolland E. Irish, President 
Harland L. Knight, Supt. of Agencies 
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ILLINOIS 
DONALD F. CAMPBELL 


DONALD F. CAMPBELL, JR. 
Consulting Actuaries and Public Accountants 
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100 North Le Salle Street, Chicago, Illinois 
Tel. State 1336 
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INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—O maha 











HARRY C. MARVIN 
Consulting Actuary 
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Established in 1865 by David Parks Fackler 
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Forced Prospecting System 
Turns Failure into Success 


DETROIT—Development of a sys- 
tem that forced him to produce 15 good 
prospects per week has been largely re- 
sponsible for his success, Fred H. 
White, Connecticut Mutual, Buffalo, 
told the Detroit Life Underwriters As- 
sociation. 

In his first 10 months-in the business, 
Mr. White paid for only $40,000 of 
business and in the first 20 months had 
earned only about $1,000 in commis- 
sions. His principal trouble was pros- 
pecting; he never seemed to have the 
names of enough good prospects to call 
on to keep him busy. As his skill in the 
interview developed, he sold an increas- 
ingly large percentage of prospects in- 
terviewed, but still suffered for want of 
enough men to see. 


Analyzes Operations 


He knew he was a failure in the 
business, but at the end of the 20-month 
period, when many agents would have 
given up in disgust, Mr. White studied 
his operations carefully and devised a 
simple system that would force him to 
do regular prospecting. It took a while 
to get the system operating satisfactor- 
ily, but he stuck to it and it finally paid 
off in great shape. His paid-for -vol- 
ume grew rapidly and last year, the end 
of his third year of operation under this 
plan, he paid for $540,000. 

His secretary has instructions to see 
him every Monday morning for a list of 
15 new prospects, to whom direct mail 
pieces are dispatched. If he does not 
have them on Monday, he sets about 
getting them at once and the girl keeps 
after him until they are produced. The 
mailing piece offers a memo pad with 
the prospect’s name lettered on it, mak- 
ing it suitable for desk use, which helps 
to bring replies. When a reply is ob- 
tained, he telephones for an interview. 


Follows Up Non-Replies 


Nearly every lead Mr. White uses is 
a referred lead, but not all of them 
reply to the direct mail advertising, of 
course. “Right here, it is easy to go 
wrong; don’t neglect the non-repliers,” 
he warned. A personal note goes out to 
those who do not reply after a suitable 
interval. If this fails to bring response, 
a telephone call is made, seeking an 
appointment. The need for following up 
those who do not reply to the mail ap- 
peal is shown by the fact that Mr. 
White has sold more business to non- 
repliers than to those who replied to 
the original mailing piece! 

A necessary part of his system is a 
prospect file so arranged that the best 
prospects come up first, which forces 
him to call first on those most likely to 
buy, insofar as he can judge from pre- 
liminary indications. If he does not suc- 
ceed in seeing every prospect, then those 
whom he does not get around to are 
those he judges are least likely to prove 
worth while anyway. He calls on em- 
ployers first, then junior executives, 
and where he can get permission to do 
so, uses his sale to the top executive 
as a sales argument right down this 
line with the junior executives. : 


Thank You Notes Effective 


The little things that so many under- 
writers overlook are very important, he 
believes. For ae he drops a 
“Thank you” note, every person 
whom he sees, whether Saey buy or not, 
immediately after the interview. In 
many cases men who dismissed him 
summarily at the original interview have 
remembered him later when they 
wanted to buy, and these brief notes of 
thanks have much to do with it, he 
is sure. He follows up age changes a 
month before the change occurs, and 


thus beats possible competitors to the 
punch in many cases. 

He always remembers birthdays with 
cards, write regularly (in longhand) to 
clients now in military service, has a 
good line of insurance on his own life 
and uses it constantly for illustrative 
purposes. He feels that it is tremen- 
dously important to play a prominent 
part in civic affairs. 


Improve Self to 
Improve Clientele 


NEW YORK—Life agents must im- 
prove themselves to get a better clien- 
tele, L. G. Simon, Equitable Society, a 
leading producer and authority on busi- 
ness insurance and pension plans, told 
the Midtown Managers Association. If 
the agent wishes to advance in the busi- 
ness through writing a better class of 
prospects, he must look to himself first 
because he is a true reflection of his 
clientele. 

He gave advice on fundamentals, criti- 
cising some current practices in the 
business. S. P. Davis, Phoenix Mutual, 
program chairman, said a new book 
written by Mr. Simon, “This Way for 
Inspiration,’ shortly would be published 
by Crowell Publishing Company. 

People either get better or worse, and 
too many get worse, Mr. Simon com- 
mented. Too many regard education as 
a means of getting ahead by working 
less, whereas education actually enables 
a person to work more to get more. He 
said he had been urged to work for a 
C.L.U. designation. A lot of people get 
fine degrees, but behind many degrees is 
no substance. To the extent that a 
man develops competence, to that ex- 
tent degrees are superfluous. 

Some fieldmen run away from being 
known as “agents.” Many who sell pen- 
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sion plans have adopted fancy handles 
for themselves. He paid tribute to a 
few individuals who simply operated un- 
der their own names in selling pension 
plans. Where competence is absolute, 
there is no need for concealment. 

While completely prepared sales talks 
have great value for the new man, some 
agents have a tendency to lean upon them 
as a crutch the rest of their careers. Few 
men utilize their full capacities. Mr. Si- 
mon said he knew a Million Dollar 
Round Table member who had been 
doing the same thing successfully for 24 
years and made no endeavor to improve 
himself. He questioned whether this 
man was utilizing his full capacity. 

Life insurance selling requires hard 
physical work, but this is not true of 
professions such as law or engineering. 
He said it is better to have a second 
class brain with a first class will than a 
first class brain with a second class will. 
The successful agent uses his feet to 
carry his head where he ought to go. 


Has Rainy Day Calendar 


Life insurance is filled with part-time 
sculptors and each person is molding 
the other. Mr. Simon said if he were to 
account to others for what he owed 
them in becoming successful, there 
would be little left to take credit for 
himself. One idea he picked up made 
thousands of dollars for -him. This was 
to have a rainy day calendar of places to 
— things to do when the weather is 

ad. 

A life insurance salesman who thinks 
he can “sell everybody” is on shaky 
ground, Mr. Simon said. Some buyers 
may be sold only by a slap on the back. 
An acquaintance once told him that he 
sold every policy he ever sold right in 
his own home. Privately, Mr. Simon 
said he believed such a man has his only 
interest in life insurance; life is far more 


.important, and if the agent realized this 


* 





fact, he would be a greater life insurance 
agent. 

Too few agents have the ability to use 
good language and properly express 
themselves. The ability to use good 
language is the best quality in the busi- 
ness. 

Mr. Simon said he owed much to ad- 
vice from his mother: He would creep 
when he could not walk; walk when he 
could not run, but always he was de- 
termined to go forward. 








WANTED: AN ASSISTANT DIRECTOR OF AGENCIES | 


Some agency man who has demonstrated his ability in the recruiting and training 
of agents and in sales promotion will find a real opportunity and an attractive future 
as assistant director of agencies for a medium-sized Middle Western company. 


THIS MAY BE YOU 


If you consider yourself qualified we solicit your confidential reply with details of 
your experience, qualifications, age, etc. Write Box A-12, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


Our own agency organization is informed of this advertisement. 























“With the increasing complexity of 


our civilization during the past Century, 

ae ‘human needs for life insurance have 
multiplied. New York Life Agents 

have taken an important part in awakening 


public consciousness to those needs.” 








NEW YORK LIFE 


INSURANCE COMPANY 
A Mutual Company, Founded on April 12, 1845 
51 MADISON AVENUE, NEW YORK 10, N.Y. 
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Visible Fully Automatic 
Multiplication... .a patented 


Fridén Feature, makes completely 


Automatic Multiplication a reality. 


Set either factor of any Multiplication problem on the Keyboard. Then enter 
the other factor in the Multiplier. For either Positive, Negative or Accumula- 
tive Multiplication just touch ONE KEY...and presto, the Carriage is automat- 
ically positioned, the Dials automatically cleared, the Calculator automatically 
counts and shifts until the prohlem has been completed...then finally clears 
Fridén Mechanical and Instructional _ the Keyboard preparing the machine for any subsequent calculation. 
Service is available in approximately Fridén Calculators are AVAILABLE when applications for deliveries have 
250 Company Controlled Sales Agen- _ been approved by the War Production Board. Telephone or write to your local 
cies throughout the U.S.and Canada. _‘ F'ridén Representative for complete information. 


FRIDEN CALCULATING MACHINE CoO., INC. 


HOME OFFICE AND PLANT + SAN LEANDRO, CALIFORNIA, U.S.A.* SALES AND SERVICE THROUGHOUT THE WORLD 
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